YS 
ADVANCEE 


The MPX and 400S 
nostic networking modems bring you 
high-performance and the best data 
transmission from 2.4 19.2 Kbps. 


NETWORKING MULTIPLEXERS 

full array both T-1 and statistical 
multiplexers help minimize line costs and 
give you the best network performance. 


DIAGNOSTIC DIGITAL PRODUCTS 

The 3056 BSU, combination DSU/ 
CSU operating from 2.4 Kbps 56K, 
includes network diagnostics and 
exclusive remote test channel. 


GUARANTEED NETWORK 
AVAILABILITY 

guarantee Paradyne products 
and service will provide you 99.5 percent 
network availability, we'll credit 
your account. 


IT’S ALL STACKED YOUR FAVOR 
From top bottom, Paradyne pro- 
vides the most comprehensive and the 
best data communications networking 
solutions. Get the whole picture, call, 
1-800-482-3333. Florida, call 
1-800-342-1140. Visit TCA booth #303-308. 


Nothing quite good the best 


NetView is a trademark of Intemational Business Machines Corporation 
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new 
eyes 


has been said that high-priced graphics terminals, and lower-priced, lackluster 
the video quality most alpha- alphanumerics terminals. 
numerics terminals doesnt even Introducing the Visual 600 Series Integrated Image 
deserve second look. Much Display new kind terminal that combines text with 
less fixed gaze. Unfortunately, graphics for image superior that your users will forget all 
have agree. about things like poor resolution, flicker and 
know what edge distortion. 


productivity. And also know that lost productivity can cost 
you more than any investment you make terminals. 

But until now, was almost impossible find good video 
good price. You had choose between high-performance, 


ANSI terminals, while displaying 
powerful bit-mapped graphics you would 


One of the best things about the 600 Series is that it is designed for 
plug-and-play operation. 


Aq | Fi 


terminal 


only expect from dedicated graphics terminal. And think its But dont settle for mere words. Look our new 600 Series 
integration text and graphics will soon become the standard Integrated Image Display Station. Because nobody should look 
for business computing. terminal through eyes like these. 

Besides relieving For more information arrange demonstration, call 
operators 1-800-433-0880 write Visual Technology, Box 5505, 

inventory strain. 

The trick something call plug-in personality module 

that can change our basic terminal into Wyse 50+ 

almost anything. And VARs get open architecture they 

can customize their hearts’ delight. DISPLAYS INTELLIGENCE 


Corporate — Visual Technology, Inc., 1703 Middlesex Street, Lowell, MA 01851 
Patent pending. VT220™ is a registered trademark of Digital Equipment Corp. 
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ORACLE, YOUR 
HARDWARE-INDEPENDENT 
SOFTWARE SOLUTION 


With the distributed 


relational DBMS, never for 286/386-based PCs. 
locked into specific hardware Now you can write OS/2 applications 
technology. without waiting for OS/2. 


Mainframes, minis and micros 


this year’s Software User 
all running the same ORACLE. Not just 


one company made history all 


the most competitive arena all: 
microcomputers. This especially 
significant, since the voting was done 
BEFORE the newest version the 


your own future. Call 1-800-345-DBMS 
today and register attend the next 
ORACLE seminar your area. fill 
out the attached coupon. 


The Software Solution 


Call 1-800-345-DBMS today. 


One Oracle Parkway Belmont, 94002 Headquarters (415) 598-8000 
(403) 265-2622 Ottawa (613) 238-2381 Quebec (514) 337-0755 
Toronto (416) 596-7750 ORACLE Systems Australia 
ORACLE Europe 44-948-6911 - ORACLE Systems Hong Kong 852-5-266846 


1987 Software User Survey, Software News, Sentry Publ. Company, 
+ Digital News, December 1, 1966. + Gartner Group currently avellable research. 

The other companies mentioned own numerous registered trademarks. 
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ORACLE relational DBMS was announced 


three categories DBMS user compatible. Not downsized 

preference. subsets. They all run the same 
For minicomputers, Oracle 

the number-one indepen- The market has voted 


dent software vendor for the for ORACLE, the hardware- 
second year row. independent software 
Digital ranks Oracle solution. 
the number-one overall We've been saying 
does minis/main- 
The Gartner frames and 
Oracle tied distributed 
for main- architecture con- 
frame honors nectability make 
with the former 
software 
companies. company’s 
the MVS DBMS 
and strategy. 
world, Now, the 
ORACLE users are say- 
second ing it, too. Don't 
one. settle for anything less 
And Oracle than ORACLE hardware independence. 
made the list Find out what ORACLE could mean 
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AMY WOHL 


year ago, Computerworld Ex- 

tra proclaimed 1986 the 

DEC.” The label turned out 

Digital 
38% increase profits slump-ridden 
year for the computer industry. Given 
84% increase profits for this fiscal year, 
argument could made that 1987 
yet another “Year DEC.” 

But for IBM, 1987 the “Year Get 
DEC.” Cracks can found DEC’s one- 
architecture strategy weaknesses that 
IBM can exploit. 

Still, DEC pushes Wherever 
you look, another customer previously 
pure vendor leanings has just converted 
VAX. IBM has been forced mention DEC of- 
ten press and consultant briefings. New prod- 
ucts are referred (often with more hope than 
success) killers.” 

Only few years ago, was possible for 
consultant sum DEC’s marketing prowess 
they couldn’t market their way out and get 
knowing laugh. Nowadays, DEC’s aggressive, 
knowledgeable marketing mid-range sys- 
tems and departmental processors has become 
the game match. 

The turning point may have been Decworld 
For week, Boston became world filled 
with DEC equipment, DEC salesmen, DEC soft- 
ware and 27,000 DEC customers. The effect 
customers was astounding. Suddenly, was re- 
spectable talk about solutions” 
(especially the multiple vendors were IBM 
and DEC), systems every level” 
(read: DEC makes better mid-range solutions 
for application) and 
choice” (that is, MIS director may solid 
IBM, but I’m not). 

Today, DEC longer outside-the- 
mainstream decision. has become entirely 
respectable alternative other vendors’ mid- 
range processors departmental systems, es- 
pecially products from IBM. 

DEC has fully realized product line, de- 
signed around single operating system, with 
rich set tools and office software plus huge 


third-party applications software. 


The single operating system pleases both soft- 


president Wohl Associates, located Bala Cyn- 
wyd, Pa., and editor Report End-User 
Computing” newsletter. 


Denates 


Meanwhile, IBM counting three 
strategies keep customers happy and 
guide straying sheep back the fold: 

The 9370, which highly attractive 


lemma for IBM shops that want write 
their own solutions bring down VM- 
based (and perhaps occasionally MVS- 
based) solutions smaller systems and 
applications. With the advent 9370- 
based software, which will take some 
time, this product could very competi- 
tive IBM vs. DEC situations. 

Openly discussing follow-on its Sys- 
tem/36 and 38. This mid-range solution, 
admittedly coming sooner than 1988, 


extend IBM’s popular System/36 


ware vendors, which get less work and 
get more customers, and software users, who 
get larger selection packages and more flex- 
ibility configuring and expanding systems. 


Building blocks reputation 

But there magic here. Other minicomputer 
vendors offer operating systems across broad 
range products, sell nice office software and 
inspire lots third-party vendors. why 
DEC clearly outstanding customers’ eyes? 

Size obviously reason. DEC reassuring- 
the No. No. computer vendor. Also, the 
structure place: All those pinstripe-suited 

(many them former all 
that systems engineering know-how and all that 
good, reliable service. Customers feel there 
little risk here. 

There even, occasionally, hint the ar- 
rogance computer customers like their vendors 
display. You big-time vendor you 
can portray delivery delays temporary 
inability meet unanticipatedly strong cus- 
tomer demand,” one client heard recently 
from his DEC representative. 

scarcely taking DEC’s suc- 
cess lying down. IBM has sounded loud, clear 
call both its customers and industry ob- 
servers that Digital has now, IBM had 
long time ago. IBM has rounded its architec- 
tural experts point out the fallacies think- 
ing that single operating system can every- 
thing (it probably can’t) that DEC can 
actually deliver everything big customer 
needs computing (it definitely can’t and 
DEC’s willingness front-end IBM main- 
frames and attach IBM Personal Computers 
gracefully, not gratefully, shows DEC knows 
all about this). 


COMPUTERWORLD 


run all existing System/32, 34, and soft- 
ware well new software written especially 
for its greater capabilities. 

Like the System/38, the follow-on would 
based IBM’s Future Systems architecture 
and, could vastly increase IBM’s 
market potential among existing System/32, 
34, and customers (of which there are 
now about 240,000). The follow-on would have 
appeal office users and software develop- 
ers openly compete with DEC. IBM believes, 
course, that will that. 
Systems Application Architecture 
(SAA) was designed permit IBM customers 
see single interface across software running 
variety IBM architectures, specifically 
370s, 3080s, 3090s, the 4300 series, 9370s, 
Personal System/2 and the anticipated follow- 
the System/36. 

SAA will also ease the task third-party 
software developers that would like their prod- 
ucts run across the various IBM operating 
environments. However, the rules for doing 
are just being published, and the software ex- 
ploit this strategy probably few years away. 


Battle not easily fought 

Customers who want continue business 
with IBM can find reassurance these an- 
nouncements, but customers who have moved 
DEC will probabiy wait for more software be- 
fore considering return. This window will give 
DEC time and room work even spiffier 
hardware, better price/performance and even 
more software. 

DEC, pursuing path consistent aggres- 
sion, leaving nothing chance. Next week 
Decworld ’87 Boston, for example, the firm 

Continued 


solution the mid-range processor di- 


SAW 


OTENTIAL 


WAS ANYTHING BUT 


bandwagon. But the mini wasn’t always 
fashionable. 

Eight years ago, were lonely voice 
the crowd. Quietly developing the finan- 


ter users who are presently evaluating soft- 
ware vendors, we'd like point out few 
things that didn’t happen overnight. 
Good things people automatically enjoy 
when they business with McCormack 


sionals—seasoned application, technical, 
and training specialists. 

And good our products are, they 
perpetually get better. Enhancements flow 
from long-established R&D 


cial software, service and support for the Dodge. program, generously funded through Dun 
day when minicomputers would become Our minicomputer products have stood Bradstreet resources. 
major force the corporate flow business the test time. All over the world, With all the good hardware available, 
information. shown they can deliver the same outstand- choosing your brand minicomputer may 
Now that day here. seems like hap- ing results M&D mainframe software. difficult. 
pened almost overnight. more, our systems are supported Fortunately, your software choice 
But for the benefit those minicompu- worldwide top minicomputer whole lot easier. 
M‘Cormack Dodge 
The Dun& Corporation 
Financial, human resource, manufacturing, and application development software for multiple computing environments. Call 1-800-343-0325. 
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WHOSE YEAR? 


CONTINUED FROM PAGE 


will unveil its Microvax 3000 series, the 
CMCS-based third generation the phe- 
nomenally successful Microvax II. This 
powerful new workstation likely have 
heavy impact the minicomputer mar- 
ket competition, most particularly the 
low end IBM’s 9370 line: 

The battle for customers’ hearts (and 
minds), however, will not easily fought 
easily won. 


Who pays for technical advice? 
IBM, course, pumping the Big 
Blue Marketing Machine. DEC field- 
ing more marketing-savvy salesmen, IBM 
increasing its sales force. major battle 
may center who pays for presale and 
postsale technical advice. IBM gives away 
more and more free (reminding old-tim- 
ers the pre-unbundling days), while 
DEC trying get paid for more its 
consulting expertise. Customers will 
doubt point out DEC that IBM’s poli- 
cies represent big dollar differentials; 
DEC can, course, move more gen- 
erous policy needs to. 

Where, all this discussion, are the 
old-style DEC customers? scieatists, 
engineers and computer techies feel left 
out? blue pin-striped suits make them 
nervous? Fear not DEC has not desert- 
its old friends. trip any scientifical- 
oriented show will turn dozens 
DEC solutions traditional problems. 

DEC still strong force the Unix 
community and popular university com- 
puter sciences department solution, al- 
though IBM giving better run for 
the money here these days. 

Can anyone stay atop the pedestal for- 
ever? Probably not. DEC will eventually 


WHAT DEC’S REAL 
PRESENCE IBM 
ACCOUNTS? 


Base: 432 IBM mainframe accounts 


DEC IBM 
Departmental 
systems 14.9% 
Personal 
computers 85.4% 
Local-area 
networks 19.3% 
File servers 0.8% 6.4% 
Integrated 
office systems 1.5% 


Based on companies in the finance/banking, 
government (federal, state and local), poem Panay 


INFORMATION PROVIDED BY THE SIERRA G 


ROUP 
CW CHART 


something wrong, however minor, and 
fall from its state grace into some more 
realistic and stable position major 
vendor alternative environments. 

This fall would IBM’s benefit, es- 
pecially DEC’s stubbed toe coincides 
with the arrival the marketplace 
9370 software the System/36 and 
follow-on hardware and software. 
could simply mean that more sophisti- 
cated market will make more sophisticat- 
judgments and discover that one can 
the best everything forever. 

healthy market one which sev- 
eral robust players goad each other into 
better product offerings more competi- 
tive prices. this outcome results from 
DEC’s success and IBM’s replies, there 
will much applaud this really does 
become the year the customer. 


YEARS THE DEC* BUSINESS 


uone10d10) Iuawdind3 jevbig JO syewapen SIWA XWA 330 


SPECIALISTS 
‘A Bell Atlantic’ Company 


CALL US FOR QUOTES 
REPAIRS BUYING SELLING 
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PHONE: 414-255-4634 
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VAX, AND PERIPHERALS COVERAGE 
DAY STANDARD TURNAROUND REPAIRS 
OPTIONAL HR. EMERGENCY REPAIR 

ADVANCE SWAP/EXCHANGE PROGRAM 

DAY WARRANTY 

RENTALS 

RATE REPAIR PRICES/VOLUME DISCOUNTS 
UPGRADES AND ECOs ADDITIONAL COST 

INVENTORY EXCESS 100,000 ITEMS 
DAY SHIPMENTS PURCHASES 
24/7 COVERAGE 

SERVICE/COMPETITIVE PRICES 
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MARKS FROM USERS 


following questions were solicited 
from users Computerworld Extra 
and conveyed DEC for responses. 


the area networking, DEC 
clearly the industry leader and has 
superior products very difficult 
technological discipline, and DEC cus- 
tomers embrace the technology like 
religion. But the areas on-line 
transaction processing (OLTP) and 
high-performance data base systems, 
DEC does not have strong entries. 

Why hasn't DEC introduced the same 
quality strategic products OLTP and 
high-performance data base systems 
has networking? Either the will 
skill isn't there. What missing? 


STANLEY ROSE 


VICE-PRESIDENT 
DISTRIBUTED PROCESSING TECHNICAL SUPPORT 
TRUST CO., NEW YORK 


Naturally, Digital recognizes that the time 
right for becoming major player the com- 
mercial computing environment, and are de- 
voting considerable resources developing 
high-performance transaction processing and 
data base systems well support capabili- 
ties. 

Although Digital working aggressively 
these high-performance deliverables, are 
not ready this time fully reveal our strate- 
gies these key areas. However, nondisclosure 
presentations will shortly made available 
selected accounts. can anticipate 
significant announcement later this fall. 


BOBGLORIOSO 
VICE-PRESIDENT 
HIGH-PERFORMANCE SYSTEMS 


DEC any longer interested pursu- 
ing small-business time-sharing 
market? The pricing nonnetworked, 
low-end Microvax configurations 
now the mid-$20,000 range, while 
entry-level Unix-based systems sell 
for half that price. Does this mis- 
matched pricing mean that DEC 
longer interested this market? 


JEFF KILLEEN 


PRESIDENT 
INFORMATION DESIGN MANAGEMENT CO. 
HOPEDALE, MASS. 


Digital continues committed supporting 
the multiuser computing needs small busi- 
nesses with powerful, competitively priced sys- 
tems. The mid-$20,000 price mentioned in- 
accurate. Digital’s Microvax family small 


computer systems embraces wide range 
prices and user-support requirements. 

Prices for the four-user Microvax 2000 be- 
gin less than $10,000, making the entry-level 
Microvax offering highly competitive, aggres- 
sively priced system powerful enough handle 
the management needs many small business- 
es. Furthermore, the value all Digital sys- 
tems enhanced extra cost the new 
one-year, on-site hardware warranty. 

the question specifies 
networked” configurations, the potential 
networking and software compatibility with 
larger systems should not ignored under- 
estimated, even small businesses that are 
primarily concerned with the needs today. 

facilitate future growth and changing 
strategies, Digital’s Microvax and MicroPDP- 
systems offer networking capabilities un- 
equaled elsewhere either scope function- 
ality, and the software compatibility the VMS 
and MicroVMS operating systems extends uni- 
formly across the entire VAX family, from the 
Microvax 2000 through the VAX 8000 series. 


JACK MACKEEN 
VICE-PRESIDENT 
MARKETING 


What are the plan and timetable for 
bringing the Ada language par with 
other languages relation 
layered products? There great de- 
mand from the government use Ada 
Department Defense contracts, 
but there little from DEC that incor- 
porates Ada into its systems. 


JUNE BAKER 
EXECUTIVE STAFF MEMBER 
COMPUTER SCIENCES CORP., FALLS CHURCH, VA. 


VAX Ada very much par with other lan- 
guages from Digital. VAX Ada supports the 
complete set VAX language standards, such 
the Common Calling Standard and the VAX 
Debugger. 

Furthermore, VAX Ada completely inte- 
grated with Digital’s VAX/VMS programming 
support environment (that is, the VAX Lan- 
guage Sensitive Editor, the Source Code Ana- 
lyzer, the Code Management System and the 
DEC/Test Manager), are other Digital lan- 
products, such VAX Fortran and VAX 


From software incorporation perspective, 
the VAX Ada integral and inte- 
grated software product the VAX/VMS soft- 
ware development environment. 


BILL HEFFNER 


VICE-PRESIDENT 
SYSTEMS SOFTWARE GROUP 
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When DEC going allow low-end 
clusters Microvaxes and other 
workstations connect tradition- 
Vaxcluster? 


EMILY KITCHEN 

MANAGER TECHNICAL SERVICES 
FOR RESEARCH AND DEVELOPMENT 
A.H. ROBBINS CO., RICHMOND, VA. 


Digital has heard this request from many cus- 
tomers and recognizes that this configuration 
would provide excellent environment for 
both software development and software pro- 
duction systems. Digital is, therefore, aggres- 
sively working meet its customers’ needs 
this area. 


BILL HEFFNER 


From Digital point view, what ef- 
fect will networking standards have 
the industry the next three five 
years? What role will Systems 
Network Architecture [SNA] play? 


BILL BRINDLEY 
DIRECTOR COMPUTER SYSTEMS TECHNOLOGY 
SECURITY GROUP COMMAND, STERLING, VA. 


International standards, they become more 
widely adopted and implemented many ven- 
dors, will make easier for users operate and 
manage networks multivendor environ- 
ment. connections become standardized, the 
cost networking will further decrease, mak- 
ing multivendor networks more affordable. 

Ultimately, Digital believes that the overall 
network marketplace will expand due the 
proliferation cost-effective, reliable, world- 
wide multivendor networking capabilities. 


the need for business communications in- 


creases and the trend toward international stan- 
dards continues, users will become more ag- 
gressive their demands for various levels 
interoperability from all vendors. Digital has al- 
ready committed fully implementing ap- 
proved international standards into its network- 
ing architecture. 

Naturally, SNA, like other vendors’ propri- 
etary architectures, will have important role 
providing its large installed base with migra- 
tion path Open Systems Interconnect. 

BILLJOHNSON 
VICE-PRESIDENT 
DISTRIBUTED SYSTEMS ENGINEERING 


What DEC going about testing 
own layered products upgrades 
VMS and finding way provide 

Continued page 


SEPTEMBER 1987 


. 
ES 
. 
. 
e 
e 
: 
. 
4 
e 
| 
e 
2 
. 
e 
3 
. 
. 
e 
e 
q 
e 
7 
. 
CHAN 
. 
e 
e 
e 
e 
. 
e 
e 
| 
. 
. 
. 
| 
4 
e 
e 
. 4 
: 
2 
q 
. 


new with 
existing data 

New applications built third party relational 
DBMS won't necessarily integrate with your existing 
data. Because the PowerHouse development language 
supports both Digital’s relational database and 
dominant file system, free build new 
applications using Rdb/VMS and integrate them 
with existing ones built VAX RMS. That means 
you're not ‘locked-in’ proprietary relational 
DBMS and your existing data. 


PowerHouse provides 
and performance 


Implementing relational technology can present 
compatibility and performance problems. Not with 
PowerHouse tightly integrated with 
databases and operating system guarantee you 
exceptional 4GL/DBMS performance. You can enjoy 
the combination fast-execution language and 
Digital-optimized databases, now and the future. 
Your applications are completely compatible with all 
standard Digital software. And wherever Digital 
takes its hardware and software 
applications and data will go, too. 


THE 
RELATIONAL 
PROBLEM 
JUST GOT 
SOLVED 


brings solutions 
typical relational 


DBMS problems 


Development power for production’ 

PowerHouse gives you total development capability 
one language, and not collection weak DBMS 
utilities and interfaces. Regardless which Digital 
database using, PowerHouse gives you 
advanced, dictionary-driven development power. 
The power you need prototype and build 
‘production’ commercial applications, such 

order entry, inventory tracking, and manufacturing 
the backbone your company. 


And Cognos has full service organization back 
you up. For more information, call toll-free 
1-800-4-COGNOS. Canada, call 1-613-738-1440. 
Europe, call +44 344 486668. call any 
our Cognos offices around the world and find 
out why over 7,800 customer sites use PowerHouse. 


Cognos Corporation, Corporate Place, Peabody. Massachusetts 01960. 
Cognos and PowerHouse are registered trademarks Cognos Incorporated. 


Rdb, RMS, VAX and VMS are registered trademarks Digital Equipment Corporation. 
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that information its customers 
without the customers contacting 
product line? There should one 
contact point get that informa- 
tion. 


RALPH BRADSHAW 


DIRECTOR OF RESEARCH 

AND SCIENTIFIC SERVICES 

JOHNSON & JOHNSON 

MANAGEMENT INFORMATION CENTER 
RARITAN, NJ. 


Several engineering and quality assur- 
ance groups make sure that all layered 
products are strenuously tested with new 
VMS releases. When testing and certifi- 
cation are complete, announcement 
made throughout the corporation alert 
our sales and services organizations that 
the product ready for release. Our sales 
teams can then communicate this infor- 
mation customers. 

Sales and Software Service are pre- 
pared answer questions product fea- 
tures, capabilities, application usage, pric- 
ing and availability date. Customers can 
also work through these organizations 
that is, their local account team when 
they need additional information. 


BILL HEFHNER 


going happen jthe 
PDP-11? Can Digital its 


views the future the product 

RALPH STAMERJOHN 

PRINCIPAL ENGINEER 


MERIDIAN TECHNOLOGIES CORP. 
ST.LOUIS 


The PDP-11s will continue im- 
portant part Digital’s product offerings 
because our customers want and need 
PDP-11s. The PDP-11 effectively and 
competitively provides extremely reliable 
and cost-effective systems customers 
requiring 16-bit solutions. are going 
continue into the future with the same 
approach have the past em- 
ploying state-of-the-art peripherals, new 
packaging and new software releases 
well system improvements. 

For example, the MicroPDP-11/53 
has been given significant performance 
boost the MicroPDP-11/53 Plus uti- 
lizing technology advances not available 
when was first introduced. The Mi- 
croPDP/11-83 has been reintroduced 
with new packaging and storage products 
that have reduced our costs and thus al- 
low offer lower priced products. 

Additionally, have just introduced 
very flexible and expanded offering the 
PDP-11/84, which utilizes whole new 
package technology that provides in- 
creased system functionality and perfor- 
mance drastically smaller environ- 
ments. 

will the PDP-11 business for 
long time. 

DOM LACAVA 


LOW END SYSTEMS AND 
TECHNOLOGY GROUP MANAGER 
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DEC’s software licensing policies 
both the low-end workstation 
level and the high-end 8700 level 
are inflexible and extremely 
costly. The licensing problem 
keeps DEC from being competi- 
tive and keeps people from pur- 
chasing software they would oth- 
erwise buy. 

What DEC going ad- 
dress the problems that currently 
exist with licensing allow you 
competitive with such ven- 
dors Sun Microsystems 
create greater flexibility and 
more realistic pricing for soft- 
ware licensing? 


LESLIE MALTZ 


DIRECTOR OF COMPUTING AND 
COMMUNICATIONS RESOURCES 
STEVENS INSTITUTE OF TECHNOLOGY 
HOBOKEN, NJ. 


The VAX/VMS architecture provides 
industry-leading strategy help custom- 
ers preserve their software investments 
whether they choose purchase work- 
station high-end VAX 8700 proces- 
sor. Digital provides software investment 
protection for customers migrating from 
one VAX family member another. 

The recently announced upgrade poli- 
now permits customers trade 
their software licenses smaller VAX 
processors and apply the full paid value 
against the license purchase for larger 
VAX processor. 

For new customers, Digital offers 
competitive software prices within each 
system’s market. the high end Digi- 
tal’s VAX family, software prices are sig- 
nificantly lower than the major competi- 
tion’s. For low-end software offerings, 
Digital delivering unique licensing so- 
lution meet customers’ needs for work- 
stations and Microvax processors. 

This past spring, Digital announced 
software license for its low- 
end VAX processors. Our license now 
grants the rights use portfolio soft- 
ware products. Currently, Digital offers 
three such portfolios, including two Pro- 
grammer Development Portfolios and 
Runtime Only Portfolio. 

The Base Progranimer Development 
Portfolio includes software products, 
including technical and commercial lan- 
guages, data base products and wide va- 
riety development utilities. This port- 
folio includes the necessary for 
either the professional programmer 
department-level end user. 

Vaxstations, the Base Programmer 
Development portfolio currently avail- 
able for only $145 per month month- 
to-month Periodic Payment License. The 
portfolio program assures that our cus- 
tomers have unlimited access all 
these products without incurring the bud- 
getary restrictions that often limit soft- 
ware usage. 


BILL HEFFNER 


DEC serious about getting back 
into the real-time (process con- 
trol, data acquisition) business? 
one time, DEC was the fore- 
front; now losing out. Are you 
trying move back into it, and 
are you putting resources behind 
it? 


THOMAS PROVOST 

COMPUTER GROUP LEADER 

BATES LINEAR ACCELERATOR CENTER 
MIDDLETON, MASS. 


COMPUTERWORLD 


Digital never left the real-time business. 
Our strategy has been concentrate 
real-time applications that complement 
and extend DEC’s general-purpose com- 
puting products and networks and not 
develop point niche solutions. 

have continued develop PDP-11 
products and Q-bus real-time prod- 
ucts, introduced VAX products, added 
VAXBI I/O products and re- 
cently introduced more integrated solu- 
tions for both manufacturing and science 
applications. 

Specifically, have introduced the 
RTVAX family products for real-time 
applications. have enhanced and im- 
proved documentation for our comple- 
mentary VAX operating systems for 
time VAXELN and VMS. 

have continued support for current 
technologies, such PDP-11 and Q-bus, 
while expanding new technologies, 
such VAXBI and industry buses such 
Bitbus. 

provide very wide range real- 
time hardware and software products, 
from single-board computers high-per- 
formance packaged systems. These com- 
plement Digital’s 
tem products and allow for continuum 
distributed real-time computing, inte- 
grated into corporate computing net- 
work. 


DOM LACAVA 


reduce the cost software pack- 
ages that are run large VAX in- 
stallations but used very few 
users? 

For example, you have 
large Vaxcluster for technical 
computing and couple scien- 
tists want Pascal, costs prohib- 
itive amount use it; too much 
just for this short usage. When 
will able run these limit- 
user software packages for 
more reasonable price? 


CHARLES HAM 
COMPUTER SPECIALIST 

SABINE RIVER WORKS 
ORANGE, TEXAS 


Each member the VAX family sup- 
ported the same VMS software prod- 
ucts, each which priced according 
the relative system capability the VAX 
family member. 

Customers may choose license the 
processor that best corresponds their 
needs cost proportional the sys- 
tem’s capability. 

For Vaxclusters, customers may 
choose license individual processor, 
group processors the full cluster. 
The decision based the specific cus- 
tomer requirements for availability, ex- 
pected usage and system management 
objectives. 

Many the VAX processors now offer 
Digital’s Periodic Payment Licensing 
(PPL) plan, whereby customers may rent 
software month-to-month basis. 
Many customers find the PPL plan at- 
tractive alternative fully paid-up li- 
censes, reduce initial capital commit- 
development projects. 


BILL HEFFNER 
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BEING TOUGH CUSTOMER 


PAUL MCALLISTER 


sweltering night Maynard, Mass., 

hard DEC world headquarters. 

assignment since noon, with com- 

panionship but empty pocket 

flask and dog-eared copy the 
VAX OEM Sourcebook. 

The story: find out for all those would-be 
DEC customers what it’s like what it’s really 
like shop DEC these days. There’s only 
one problem. Out here Ken 
sen’s converted mill, there’s 
showroom. place walk and 
kick the tires. 

salesmen all. Just toll- 
free number with operators who 
work like human answering ma- 
chines: answer your call 
soon And that makes 
hard find out what you like, 
much less how buy it. 

It’s like the big chief with the 
monogram says: engineers, 
engineers and for engineers. 
Sure, the company flirting these 
days with marketing applications 
instead specifications. But 
DEC’s impulse reform reminds 
you wino pacing outside the 
Salvation Army headquarters 
he’s unwilling put down his bottle and in- 
side. 

Still, you won’t find out what it’s like buy 
DEC hanging around the watercoolers here. 
Instead, you’ve got talk some people 
already signed up. You’ve got knock 
ona few doors. 


The Fortune 500 customer 

the end long, hushed corridor sits MIS 
director. This one happy guy. There’s Vax- 
cluster next door, another down the road, 2,200 
people being served miles and miles Dec- 
net, more applications than you can shake 
slide rule and more coming all the time. 
His life should one constant headache. 
what gives? 

“We always get everything want,” the 
MIS man says, like he’s surprised could any 
other way. When you call with gripe, the 
DEC diagnostics people show within hour. 
Servicemen replace defective boards that after- 
noon. They return defective machines within 
days. They even throw free cable. Free cable. 

And that’s just for starters how clout 
counts. There’s hefty discount new equip- 


McAllister is a Boston journalist who has covered the DEC 
marketplace extensively. 


ment purchases. There are training sessions, 
software advisories and systems analyses with 
visiting eggheads loan from Maynard. And 
there are regular briefings product develop- 
ments clue the MIS staff what’s coming 
up. That way, they don’t, for example, buy 3270 
Personal Computers from IBM the week before 
DEC announces new graphics environment. 
“No sir, problems all,” the systems 
manager says. “Just called the lead rep the oth- 
day talk about ways access the main- 


frame, and was here ina half hour.” 

Which was not such big deal, considering 
DEC had just opened field-service office not 
mile away serve his installation alone. 


Smaller corporate customer 

From the “Hey, security desk the 
combination loading dock/visitor center, you 
can tell this outfit isn’t one those corporations 
with annual revenue larger than the budgets 
most Third World countries. 

Still, it’s good-size DEC shop, with mod- 
est Vaxcluster its own, three dozen worksta- 
tions and even antique PDP-11 the lab. 
The data czar here, looking from several doz- 
reams printouts, isn’t complaining, either. 

only problem with DEC this: They 
don’t give scorecard keep track who 
rep this month,” says. DEC’s sales 
group, his story goes, has been badly scram- 
bled the last wave reorganizations that 
he’s had four sales reps far this year. 

The result: None the reps has had the time 
learn how his installation works. That means 
gets little advice from his DEC rep how 
could save time by, say, installing line printer 
the billing department. And never gets any 
warning about upcoming new products. 
better reading the trade press,” says. 
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But the nuts and bolts are all place. The re- 


comes time. All the manuals are up- 


dated regularly. The toll-free service lines get 
answered real people with real answers 


With all these things going for 


him, system downtime minimal. 

The best part knowing can actually get 
the stuff wants. “It isn’t like some compa- 
nies,” says. the computer business, 
continues, there are certain vendors that prom- 
ise solutions that somehow never seem 
available. Then tells the joke 
about the IBM salesman and his 
wife with the punch line that goes: 
“All does tell how great 
it’s going 


The large DEC OEM 

Fat city here. may look like 
some weed-ringed warehouse 
the part town where cabs don’t 
stop, but its owner looks like 
the mines Solomon. Who’s 
thank? The high rollers May- 
nard. 

DEC’s strategy going after 
huge companies customers, the 
man says, has left lot the 
smaller end users the lurch. 
There’s nowhere turn for appli- 
cations advice, connections the 
right OEMs walk through the product line. 
Sometimes, says, customers can’t even get 
salesman show unless DEC thinks they’re 
big the Hoover Dam shudders when they fire 
their system. 

“They left the smaller markets wide open for 
the director says, all but rubbing his hands 
together delight. has been around long 
enough that all the DEC people know him, 
and they gladly toss him all the non-Fortune 
business they can. 

What’s more, says, the company gives 
him everything needs handle these cus- 
tomers. Street may demand the big-user 
strategy, but lot people the home office 
know which side their bread the butter’s on.” 

gets the complete six-volume set prod- 
uct literature, with up-to-the-minute prices and 
specs, updates every few weeks, his own hot 
line the product people needs know 
more, sizable discount because moves 
much iron and his own rep. 


The small vertical-market OEM 

“They don’t want me. They flat don’t want 

me.” This guy doesn’t mince words. And why 

should he? hear him tell it, had nice 

steady little business big converted garage 
Continued page 
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ecord earnings and press attention aside, users remain the ba- 

rometer which DEC can measured. muggy summer after- 

noon Philadelphia, four executives user companies gathered 

discuss doing business with DEC with Computerworld Senior 
Editor Glenn Rifkin and Extra Editor George Harrar. 

The participants represented large and diverse organizations the 
University ARA Services, Inc., Sun Refining and Mar- 
keting Co. and Smith Kline French Laboratories and directed many 
questions and suggestions the Maynard, Mass., computer maker. Why 
DEC dragging its heels the peripherals area? DEC really the software 
company President Ken Olsen claims be? How can users wade through 
inflexible and confusing licensing policies? 


FORD CALHOUN 


Smith Kline French Laboratories 


ABATE 


Sun Refining and Marketing Co. 


PHOTOS BY STEVEN M. FALK/GAMMA LIAISON 
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SPEAK OUT 


What the single most impor- 
tant reason for becoming DEC 
customer? 

ABATE: Our major reason for going 
with DEC was its scientific applications. 
research and development organi- 
zation has lot scientific require- 
ments, such data analysis, and 
thought DEC was the best supplier 
hardware the time ordered 
and still feel that way. Also, se- 
lected Ethernet order support 200 
users with minimal response time. 
CALHOUN: Before 1983, R&D Smith 
Kline was small DEC user with PDP- 
probably got into DEC 


much because price anything. 


went from relatively small investment 
DEC substantial, relatively 
monolithic investment regard pro- 
cessors, simply because the software 
was there and DEC brought out ma- 
chines that had sufficient power. 

More recently, interconnectivity has 
really been the key. With the cluster, 
you could add more processing with 
real additional effort. With Decnet and 
their communications structure, at- 
taching nodes the network was big 
deal. the energy for growing DEC 
was minimal. The energy for doing any- 
thing different would have been sub- 
stantial. 


DITAMORE: The key for ARA was the 
flexibility DEC offered. the corporate 
offices, when first went looking for 
hub for our office automation project, 
really looked around. DEC’s All- 
In-1, saw that had lot flexibil- 
ity far customization, and could 
change the things didn’t like. Plus, 
the interconnectivity allows you 
communicate between VAXs and other 
processors. 

DEC offered the best way 
distributed situation 
through the VAXs and Decnet. 


ADLER: It’s little more difficult re- 
construct the long history computing 
Penn. Here, the world divided into 
three parts. One laboratory comput- 
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ing, which the province individual 
faculty. There real desire for auton- 
omy, and DEC with its PDP line and the 
VAXs provided that opportunity rea- 
sonably safe grounds for people lab- 
oratories. 

The other part time-sharing. The 
time-sharing system the Decsystem- 
was perceived friendly. And they 
were able support programming lan- 
guages that people were using other 
systems like Fortran and APL. And 
when that [Decsystem-10] line left, 
VAXs automatically took its place. 

Networking the third reason why 
DEC made its presence felt with VAXs, 
particularly the engineering school. 
Even though think are more ad- 
venturous our networking strategies 
than most commercial places, really 
got our feet wet with DEC and their 
networking software. That was good 
way for us.to begin and reason why 
gineering school. 


there anything the DEC 
product line strategies that 
could discourage you from stay- 
ing major DEC customers? 
CALHOUN: you take the processors 
themselves, right now the horizon looks 
fairly good. But, for example, DEC has 
been talking about optical disk for three 
four years now. We’re just getting 
tired listening. want something, 
and the conversation has gone too 
long. 

Clearly, DEC’s magnetic disks don’t 
have sufficient capacity speed. Can 
the disk keep with the processor? 
DEC doesn’t something and third 
party has something interesting, 
certainly pay lots attention. 

DEC’s not our choice for laser print- 
ers. And lot people are doing inter- 
esting things with terminals DEC’s 
not necessarily our first choice. 

DEC’s trying some interesting 
things with workstations. But you 
look the competition from Sun 

Continued next page 
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ARA Services, Inc. 


University Pennsylvania 


JOEL ADLER 


FROM PREVIOUS PAGE 
[Microsystems], it’s not clear 
that DEC the vendor choice 
there. So, once you get outside 
the central processors, it’s 
open field. 


ABATE: agree with Ford [Cal- 
DEC very strong far 
mainframes and miniframes 


The Perfect Combination For Increased 
Manufacturing/Distribution Profits. 


are concerned, and VMS prob- 
ably the easiest operating sys- 
tem learn and use. But DEC 
lacking peripherals support. 
are looking third parties all 
the time. are considering 
getting the EMC memory for up- 
grades. EMC coming out with 
optical disk now. And DEC 
hasn’t said much about optical 
disks yet. 


DITAMORE: have make 


company, both, you need know about PRAXA® 


software. 


gives you more ways increase profits than 
virtually any other system the market. 
because PRAXA integrates information from both 
manufacturing and distribution with its financial 


applications. 


handles the financial and operational aspects 


multi-site, multi-branch companies. It’s exception- 


ally easy learn and use. It’s designed from the 
ground for VAX™ computers. And 
PRAXA software backed the comprehensive 
service and support expect from company 


UNITRONIX 


Copyright ©1987 Unitronix Corporation. PRAXA is a registered trademark 
of Unitronix Corporation. Digital and VAX are trademarks of Digital 


Equipment Corporation. 
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the choice: want stay 
pure DEC shop, want 
mix our vendors within the com- 
puter room itself? I’ve chosen 
thus far stay with the pure 
DEC computer room, with the 
exception communica- 
tions, because simplifies 
maintenance efforts. But it’s the 
workstation area that produces 
the greatest challenge. 

When DEC announced the 


that has the status Digital SCMP the 
highest level participation Digital awards its 
cooperative marketing partners. 

simple. looking for proven, effective 
way increase your profits, look 
PRAXA. Mail the coupon for our free brochure. 
call 1-800-257-7482. NJ: (201) 981-1600. 


Mail to: Unitronix Corporation, 1021 Centennial Avenue, 


Piscataway, NJ 08854. 


YES! want to know more about PRAXA software. Send 


Oi id like a sales representative to call. 


City 


complete information. 


Phone ( ) 


Vaxmate, looked like reason- 
able product. But they are not 
really trying share with the 
user community what their 
strategy with that product is. 
And given their past history with 
the Professionals and Rainbows, 
ARA can’t really set direction 
with the Vaxmate without know- 
ing that strategy, especially 
light IBM’s recent PS/2 an- 
nouncement. 


Have you bought Vax- 
mates? 

DITAMORE: No. have 
reason to. have all the variet- 
ies IBM Personal Computers, 
XTs, ATs, and got 
some new PS/2s now. put 
terminal emulators them, and 
do. 


CALHOUN: the same 
situation with the Vaxmate. 
first blush, you look the litera- 
ture, and should exciting 
product. And may for some 
people. But the Vaxmate offers 
advantage over the IBM 
class and the clones, which 
where most the software 
came out the micro world. 

It’s the generic workstation 
for the office. The Vaxmate 
doesn’t fit into migration path 
you want the file server and 
print server capacity the net- 

Ken Olsen said, net- 
work the computer.”’ believe 
that’s the right concept. But how 
you get these generic PCs 
plugged into this distributed 
computer? The Vaxmate kind 
offers that you are willing 
disinvest your current infra- 
structure and training and ev- 
erything else. 


software problem 
with the Vaxmate, 
the advent the PS/2 
that throwing you off? 
CALHOUN: With the PS/2, it’s 
not clear where this will evolve. 
for the Vaxmate, we. just 
spent $200 million plus for new 
building for R&D. Part this 
building broadband network. 
There are Decservers every 
communications closet, and 
there twisted-pair running 
every desk. 

Now, are supposed rip 
out all the twisted-pair and put 
thin-wire Ethernet can 
take advantage this probably 
interim solution the low end 
the market? 


DITAMORE: have the same 
problem regarding Ethernet. 
moved into our new facility just 
over year ago, and prior 
moving in, wired our entire 
facility with AT&T’s Informa- 
tion System Network. There’s 
ISN connection every of- 
fice. run those into Xyplex clus- 
ter controllers computer 
room. With that already place, 
can’t pull all that out put 
Ethernet. 

Price another issue. Pricing 
the Vaxmate, with all the soft- 
ware you need bundle with it, 
buy IBM XT. 


ABATE: Since both your in- 
stallations are relatively new, 
why didn’t you put Ethernet 
through the building the first 
place? 

DITAMORE: have need for 
people access not only the 
VAXs but also the IBM main- 
frame. also have Honeywell 
system and 
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Burroughs equipment. 


ABATE: But you could have used SNA [Systems Net- 


work Architecture] through the VAX access 
the mainframe. 


DITAMORE: Froin single terminal desk through 
AT&T’s ISN, user can select which CPU wants 
through, and part the communications mandate 
provide any protocol conversion that ter- 
minal can look like terminal whatever processor 
happens have access to. 


CALHOUN: have Ethernet. broadband network 
runs Ethernet subchannels, and, until fairly recently, 
DEC’s communications answer was twisted-pair from 
the Decserver. put the Decserver closet, and 
run twisted-pair the desk. It’s since those things 
were built that DEC has decided thin-wire Ethernet. 
recent phenomenon. 


ABATE: installed Ethernet late 1984. 


CALHOUN: Our building was being constructed then. 
From the Decserver, twisted-pair was DEC’s strategy 
the time this facility was being designed. Thin-wire Eth- 
ernet wrinkle, change the technology. It’s not 
criticism DEC. You have look technology any 
given day and make decision. 


DEC’s licensing policies are said inflexi- 
ble and overpriced. that concern you? 
ABATE: Before the Decus meeting last year, DEC was 
considering instituting policy that said, “If you are up- 
grading from VAX-11/785 VAX 8500, which 
different class machine, you have buy all new li- 
censes, and you will not get any credit for licenses pur- 
chased lower grade machine.” DEC had always giv- 
that credit. created such furor the DEC 
community that they retracted it. were very upset 
about that. 


CALHOUN: have generic problem with cluster li- 
censes. don’t think DEC has policy that clear 
practice with cluster licenses. 


ADLER: I’ve discussed licensing with DEC various 
times, and real dilemma for them, because they cer- 
tainly want keep their revenue maximized, but they 
also want penetrate workstations quickly they 
can the end their networks. And they really don’t 
know how handle that. 

you buy one license for piece software that you 
keep the cluster and then download actively and dy- 
namically whenever anybody wants workstation? 
they automatically charge you potential 
workstation that could use piece software? 

are seeing the symptoms that they are not sure 
how that, because arbitrary onerous pricing 
the workstation level going cut back precisely 
what they want see happen, which have pene- 
tration workstations. 


CALHOUN: Take something like Vaxnotes, product 
that few people R&D use. Clearly, horsepowerwise, 
could run Microvax. But like for those 
few people use some seamless way the cluster. 
Now, does this mean that you are running cluster 
with two 8700s and two 8650s that you have have li- 
censes that class for Vaxnotes satisfy five users? 

With some vendors, you can make deals. Some ven- 
dors will understand that this awkward situation, 
that you can’t pay $200,000 for five people use some- 
thing that you could run Microvax for $5,000. It’s 
very difficult situation that the industry, whole, 
hasn’t been able face productive way. 

For us, it’s major concern. Software expensive 
you are running large clusters and want take advan- 
tage all the good things about clusters. What 
take all the things few people use and put them one 
machine. lose many the advantages clustering. 


DEC recently lowered the price the Vaxsta- 
tion 2000 make more competitive. Does 
that price reduction make the workstation 
more appealing you? 

ABATE: were going get the 2000 anyway. or- 
dered when was $13,000 for the color. Now, it’s un- 
der $5,000 for the monochrome. But had decided 
back March that were going with the 2000 for 
two workstations that were used system mainte- 
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nance and monitoring. 


DITAMORE: has application the commercial 
world. 


CALHOUN: has tremendous applications. But you look 
the competition and say: DEC more aggressive than 
Sun other vendors? You lose something with the 
other vendors, and you don’t have run the Unix oper- 
ating system. 

But those are complexities are going have 
face anyway. Too much software coming out running 
under Unix. Somehow, we’re going have accommo- 
date that. Again, research environment, you general- 
don’t one application lot; you don’t production 
runs. have biological scientists, chemists all need- 
ing the most power and best graphics. have every 
sort discipline you can imagine science, and each 
moving fast pace. the software dictates. 


The software dictates over the advantage 
being able plug and play Vaxstation 
the network? 
CALHOUN: Yes. 


Ken Olsen likes describe DEC now soft- 
ware company. 


(General laughter.) 


How you react that? 
CALHOUN: just did. 


DITAMORE: DEC still hardware company. don’t 
think they are doing anything the area software 
compare with what they are doing hardware. look 
some their office products. All-In-1 comes out with 
release once year, which says that they are not 
spending awful lot time trying beef the soft- 
ware. 

Also, they are not doing anything all with some 
the major third-party commercial software companies 
try and put together comarketing arrangements that 
they can really try get people migrate from the 
large IBM shops VAXs. 


CALHOUN: When you ask react DEC soft- 
ware company, maybe I’m cynical, but don’t believe 
DEC software company. don’t know any hard- 
ware company that consider good software vendor. 
seems impossible play both camps. 

So, expect it, don’t react negatively the 
fact that isn’t there. 

The advantage late those with lot invested 
DEC that lot third parties have migrated DEC. 
SAS example. the research environment, 
dominant force, and the fact that they’ve seen fit re- 
write all their software optimize for DEC makes 
DEC more attractive vendor. The third parties moving 
DEC make DEC more viable from the point view 
software. 


DEC has recently released products very 
quickly. How you keep and assimilate? 
What role does the DEC sales representative 
play keeping you date with products 
and strategies? 

ADLER: The people from DEC that have Penn cer- 
tainly keep advised what available. But tend 
find that the software offerings are quite greedy, 
terms the hardware resources consume. 
tend look those little bit askew. Generally, what 
they hardware has some meaning, and they keep 
advised. 


Have the announcements come too fast? 
ADLER: Well, we’re pretty tuned technically. Gener- 
ally, because we’re the engineering school, tend 
have pretty open dialogue about where DEC going. 
find most key customers also know where DEC going. 
Our situation somewhat complicated because have 
announced policy multivendor environment, using 
Unix. And that really puts the DEC salespeople bind, 
because they recognize they don’t have province en- 
tirely their own. 


CALHOUN: plugged all the channels; 
probably don’t get very much initial information directly 
from sales. People Decus, Decworld, occasional 

Continued next page 
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ABATE manager the 
computer department the 
Applied Research and Develop- 
ment group Sun Refining and 
Marketing Co. Marcus 
Hook, Pa. Abate has been with 
the Sun computer group since 
1964 and took his current 

position 1985. holds master’s degree 
chemical engineering from Villanova University. 
Prior 1984, Sun, major oil company, was 
IBM shop from its corporate computer center 
Dallas the research and development facility 


Marcus Hook. Today, Sun operates DEC VAX 


8500 addition three Microvaxes and two Vax- 
stations. The R&D group plans install VAX 
8530 next May. The four-story R&D facility 
wired with Ethernet. 


FORD CALHOUN vice- 
president information sci- 
ences R&D Smith Kline 
French Laboratories Upper 
Merion, Pa. Calhoun uses DEC 
clusters for his company’s 
shared computing. His shop 
currently runs two VAX 
8700s, two VAX 8650s and four VAX-1 
which provide total power million instruc- 
tions per second. Calhoun, with Ph.D. microbi- 
ology from the University Georgia, has been 
with the giant pharmaceutical firm for three years. 
Previously, was director research computing 
Mount Sinai School Medicine New York. 


CATHERINE DITAMORE, 
manager technical support 
for corporate MIS ARA Ser- 
longtime DEC user and ac- 
tive Decus member. She re- 
sponsible for the planning, op- 
eration and support the 
DP/communications and office automa- 
tion environments ARA’s corporate headquar- 
ters. Prior bringing two VAX-11/785s into 
cluster headquarters four years ago, the compa- 
was totally IBM shop. Today, the national food 
service supplier has installed more than VAXs 
around the country for service support. All are 
networked corporate headquarters, which runs 
VAX 8650, two VAX-11/785s and VAX- 
11/750. The cluster connected other systems 
via Decnet. 


JOEL ADLER director 
computing the School En- 
gineering and Applied Science 
the University Pennsylva- 
nia. IBM and DEC dominate 
the multivendor environment 
1983, DEC signed agree- 
ment sell more than $22 million worth equip- 
ment the university. The engineering school 
alone uses four VAX-11/785s and four VAX- 
11/750s cluster, along with VAX 8650 run- 
ning Ultrix. Adler, who obtained Ph.D. opera- 
tions research from the school, has held senior 
positions MIS several Fortune 500 compa- 
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nondisclosures. And people 
various DEC functional 
groups discuss issues with 
them. don’t depend sales- 
men being the first source 
information. 


Have you had the same 
sales agent for number 
years? 

DITAMORE: No. For about the 
last year and half, I’ve been 
dealing with one account rep. 
Prior that, had maybe 
three four and found them 
deficient one way anoth- 
er. 

And finally, DEC recognized 
that they weren’t doing the job 
for us. lot that came from 
bashing them over the head, say- 
read about something the 
trade press, should able 
call account rep and say, 
“Get literature and 
they would least know what 
talking about. 


You find that you often 
know more than the sales 
rep? 

DITAMORE: Sure. But think 
that has really turned around. 


don’t know that has with 
the reorganization the DEC 
Philadelphia office and the new 
district manager got, but 
have seen definite change, and 
it’s all for the better. 


ABATE: have The biggest 
problem I’ve had that have 
two three very sharp techni- 
cal people the organization 
supporting the system. And 
when ask questions about 
piece hardware and how 
would fit into our system, usually 
the salesman didn’t have an- 
swer, and required follow-up 
meeting. The sales rep have 
now technical person who 
came through DEC software, 
and that’s worked out lot bet- 
ter. 


DITAMORE: I’ve been with ARA 
for three years; prior that 
worked with OEM and prior 
that user. And expec- 
tation that, user, would 
always get better sales support 
than OEM. And first 
came ARA, that was not true. 
ARA, that point, didn’t know 
they should getting better 
service than they were. 


DEC reorganized during 
that period three 
four years ago. 
seen improvement? 
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DITAMORE: Oh, absolutely. 


CALHOUN: It’s probably that the 
sales organization 
technical support. 


DITAMORE: Another area 
concern about the relationship 
between companies and the 
sales organization that when 
DEC customer has sites scat- 
tered across the U.S., DEC still 
doesn’t seem see the need 
assign account rep that cus- 
tomer who has great deal ex- 
pertise and has been with DEC 
long time. They don’t give one 
their senior people company 
like that, which unfortunate. 


ABATE: Didn’t they assign 
porate account manager you? 


DITAMORE: Not yet. 


been told that 
their policy. 
CALHOUN: have one. 


ABATE: we. 


DITAMORE: working to- 
ward that. 


Are there other areas 
which DEC’s growth has 
affected you either 
negatively positively? 
ADLER: I’ve seen erosion 
what would call deep support 
over time for all vendors. And 
take IBM the benchmark. Fif- 
teen years ago, when the 
salesman came talk you, 
was generally somebody with 
good technical background. And 
you usually had systems engi- 
neer on-site who understood ev- 
erything there was know 
about the operating system. 
don’t think that exists anymore, 
having engineer on-site who 
can integrate all the products 
and the services and functions 
[the system] can provide. 


CALHOUN: view, DEC has 
moved positively that direc- 
tion. have field service en- 
gineer on-site. He’s primarily 
hardware person, not software 
person. But acts, for all pur- 
R&D group. worries about 
the system. stays late when 
things aren’t working. don’t 
know what extent this occurs 
elsewhere, but this guy sweats 
and worries about those ma- 
chines being just like other 
people the staff do. 


He’s there every day? 
CALHOUN: Yes, reports ev- 
ery day. It’s big installation. 
There’s probably about $15 
million investment the floor. 
That’s not trivial installation. 
But the motivation something 
you can’t pay for, and this person 
brings it. 

ADLER: the commercial 
accounts come across, there 
sense ownership DEC, 
certainly the hardware level. 
school take care 
certain sense that can’t im- 


COMPUTERWORLD 


pose too much DEC because 
have multivendor environ- 
ment that we’ve become 
pretty much self-sufficient. 

honestly feel that 
know more about the products, 
especially the software end, 
than they do. 

not talking about mainte- 
nance. have DEC contracts 
for maintenance. But terms 
work and what one can and can- 
not especially the Ultrix 
world, there, very hard 
find expertise within DEC, and 
really don’t expect it. 


the level sales, ser- 
vice and support different 
with other vendors? 
ADLER: don’t think so. The en- 
gineering school’s perspective 
that are pretty much our 
own when comes figuring 
out new ways things. 


CALHOUN: IBM used claim 
they knew your business. They 
knew all the players, all the kinds 
systems they were selling. 
They worried much about 
what your next configuration 
should you did. And al- 
ways cost you extra. 

DEC traditionally didn’t 
business that way. They came 
from department-level, bare- 
bones, need machine, 
here’s point view. 
DEC has moved toward more in- 
tegrated support but not the 
extent that IBM said have 
once had. 


ADLER: wouldn’t expect it, and 
I’m not sure would really want 
it. 


CALHOUN: wouldn’t particu- 
larly welcome it. believe 
understand our business and 
our site. All vendors are going 
have conflict interest, and 


DITAMORE: would like see 
more leaning toward the way 
account rep understand the 
business are that when 
products are announced DEC, 
would have enough un- 
derstanding what are doing 
which those products need 
bothered with. have other 
things than sit and read 
brochures all day. 


Your account rep doesn’t 
have that ability? 
learned over the past year and 
half. We’ve worked with him 
and helped him understand what 
going the organization. 
But that’s time I’ve invested be- 
cause felt would benefit me. 


you expect that sales 
rep will stay there? 
DITAMORE: God, hope so. 


ADLER: you invite contacts 
between your salesperson and 
your clientele, namely the end 
users who would served 
the equipment? 


DITAMORE: The account rep 
does not talk any end us- 
ers. have not seen need for 
that. Outside corporate MIS, 
nobody knows anything about 
the VAX. 


ADLER: All the more reason for 
in-house technical person 
accompany the salesman. 


DITAMORE: Because in- 
volvement with Decus, I’ve got 
some people coming down from 
DEC talk some end users 
who are evaluating their current 
mail product. They want some 
input from people who don’t 
know anything about MIS, who 
are just pure vanilla users the 
product, find out how they use 
and don’t use it. That’s produc- 
tive because those people are 
from the engineering group. 
don’t think it’s productive for 
sales account rep talk 
end users. 


But you want the DEC rep 
know the business bet- 
ter. Perhaps that access 
would help him learn it. 

DITAMORE: our corporate 
MIS group, have someone 
with the title manager sys- 
tems development, and he’s the 
one responsible for developing 
all the programs for our users 
groups. does the interviews 
with the users groups. has 
that knowledge. He’s the liaison. 


ADLER: The salesman’s pres- 
ence on-site has managed 
some way. You can get lot 
miscommunications and misper- 
ceptions the part end users, 
who, joint enthusiasm with 
salesman, would propose solu- 
tions that are either infeasible 
uneconomical impractical. 


ABATE: I’m the only one that 
talks the salesman. repre- 
sent all the end users, and 
doesn’t talk them. 

The area DEC still lacking 
with invoices and paying the 
bills. 

For example, Marcus 
Hook, have three sites. 
those sites, have three differ- 
ent systems managed three 
different organizations, yet DEC 
continues send one invoice, 
and have divvy the cost. 
have told them repeatedly 
like separate invoices, and 
they just fail 

DITAMORE: They can’t deal 
with it. 

ABATE: You want the discount 
for having three sites represent- 
ed, then you have take one in- 
voice. 

CALHOUN: But the salespeople 
generally find ways deal with 
that. 

ABATE: depends how big cli- 
ent youare. 

ADLER: Maybe what you are 
saying that DEC doesn’t have 
good MIS systems for managing 
their accounts. 
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service for minute. Everybody has been 
talking about their wonderful experiences 
with field service. have not had such 
wonderful experiences since I’ve been 
ARA. And two years ago, chose leave 
DEC field service and third-party 
maintenance house. 

DEC’s attitude was, “Your system 


because you are only doing office automa- 
tion.” course, response that has 
be, contract for service, and want 
system up, want up, and you don’t 

Despite that, this point time, 
considering going back DEC for field 
service. 


What would make you back? 
DITAMORE: Primarily, for political rea- 
sons within the corporation. When new 
groups begin look DEC products, 
they have concern because they know 
have left DEC field service. That’s taken 
negative sign. Two years ago, field 
service was just beginning its reorganiza- 
tion, and that now complete. I’ve heard 
very positive things about field service 
now. 


Have you run into other adminis- 
trative problems: turnaround 
product delivery, billing cycles? 
ABATE: Yes. lease all our equipment, 
and recently upgraded from VAX- 
11/785 8500. That occurred Jan. 
this year. DEC still billing [as 
July the maintenance the old 
equipment, despite three four confron- 
tations with sales rep straighten 
out. 


What does say? 

ABATE: They are working it. I’m sure 
eventually get credit for everything, 
but seems strange have wait three 
four months before they straighten out 
DITAMORE: sometimes seems that 
people are working the same problem 
and that one person can carry 
through and actually find out what going 
on. 


ABATE: When upgraded system, 
figured salesman would handle the 
billing, but didn’t. 


CALHOUN: have, from time time, 
invoices that have cleaned up. But 
would say, our experience, DEC has 
been quite good not worse than any 
other vendor deal with. 


Decus your most effective voice 
for communicating with DEC, 
you have other.ways make 
your opinions known? 

DITAMORE: For ARA, Decus the pri- 
mary vehicle. became very involved with 
Decus three years ago and now have con- 
tact with the people need talk to. 


ABATE: There’s always strength num- 
bers. see the same situation occurring 
even within our company. have sever- 
different users DEC equipment, and 
really established consistent 
pricing policy new hardware. have 
percent corporate discount. But there 
always will special deals. have re- 
ceived two special deals the two up- 
grades I’ve done. 

Now, also recently upgraded two 
VAX-11/785s 8250s for our trading 
company. When they got their quote, 
they got their standard corporate dis- 
count. The response was, “Ed Abate 
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R&D got plus percent discount, how 
come I’m only getting DEC went 
back, rethought and said, “OK, 
give you the same deal.” Those kinds 
things bother me. Our cor- 
porate people think there 
should more consis- 
tent pricing policy. 


John Buckley, man- 
ager business op- 
erations DEC, told 
that the company 
simply doesn’t 
that. 

ABATE: Maybe I’m just 
good negotiator. 


DITAMORE: I’ve been 
similar situations, and 
with how much the district 
manager can do, because 
there are corporatewide 
discounts and some other 
things you can do. 


always 
room for little horse 
trading? 

DITAMORE: I think so. At 
the last few years than be- 
fore. I’ve been working with DEC prod- 
ucts since 1973. the old days, you 
couldn’t anything. think it’s because 
DEC expanding its marketplace and has 
seen that much more competition. 


ABATE: It’s the corporate philosophy 
DEC. They know that most large corpo- 
rations are IBM shops, and they want 
make inroads into that market. They are 
doing that whatever way they can 
get their equipment there. 


What other problems occur do- 
ing business with DEC? 

CALHOUN: distributed company, 
and it’s not clear that DEC knows 
how deal with decentralized organiza- 
tion. Corporate takes primary responsi- 
bility negotiating contracts with DEC, 
even though R&D are the primary 
customer. And sometimes don’t see 
those proceedings until quite late the 
game. Whether that’s our fault theirs, 
don’t know. 


ADLER: universities and colleges, DEC 
more generous their discounts than 
with their commercial customers. 


CALHOUN: I’m adviser group 
Georgetown, and their complaint about 
DEC that they get extra discounts. 
They are treated any independent cus- 
tomer would be. 


ADLER: That’s not what I’ve heard from 
DEC. our case, maybe it’s volume-re- 
lated, but generally, they make accom- 
modations educational institutions. 


CALHOUN: When was Mount Sinai 
School Medicine, know wasn’t the 
case. did not get any special arrange- 
ments from DEC. 


Have you seen IBM using the 
9370 try get your business 
away from DEC? 

ADLER: haven’t seen it. opinion 
that, least the engineering and scien- 
tific market, IBM going have tough 
which very clearly segmented portion 
the scientific population. Now, IBM 
making noises about Unix the 9370. 
And that offering would acceptable 


engineers the way Unix the Sun [work- 
VAX is, think they’ve got 
good shot. 

Because IBM still does have aura 
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about it, people still look them for reli- 
able equipment and service. they can 
accommodate scientific standards, name- 
Unix and TCP/IP, they could get back 
into that market very quickly with the 
9370. 


five-year oon oat of ownership 


DITAMORE: believe that the 9300 se- 
ries going direct competition with 
VAXs. That’s really clear. shop al- 
ready has IBM bias, there way 
they are going switch 
over DEC. shop has 
DEC bias there are 
few around, but they 
they’ll with VAXs. 
don’t see any reason why 
shop would switch VAX 
the 9300 there. 


you think DEC’s 
growth into IBM ac- 
stopped the 9370? 
DITAMORE: It’s certainly 
going stalled lot. 


ABATE: believe that 
most corporations, the 
philosophy still IBM 
first, DEC second. For the 
scientific community, it’s 
been DEC. Even though 
IBM didn’t have some- 
thing comparable DEC 
when made our deci- 
sion, had lot pres- 
sure with IBM 


TELL J. HAYES 
system. 


that because corporate IBM? 
ABATE: Yes. But now there are two ven- 
dors. 


ADLER: What you believe DEC go- 
ing able run the corporate side? 
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ABATE: Transaction processing. 


ADLER: Existing applications 
new applications? 
ABATE: don’t know, but that’s 
aconcern the corporation has. 

the future, can DEC create 
the applications that will run 


It's Not That Easy 


IBM mainframes? 
CALHOUN: Whether the 9370 
the “VAX killer” not un- 
knowable. seems, more and 
more, software dominating 
people’s decisions. don’t use 
All-In-1. But All-In-1 has proba- 
bly sold lot VAXs, because 
offered solution people needed. 
With IBM, unless this hard- 
ware brings functionality that 
doesn’t exist, it’s hard for 
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believe that people are going 
rush substitute. People follow 
the functionality. 

Look Stellar [Computer]. 
Supposedly within few months, 
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MIPS workstation for molecular 
modeling. The whole world 
changing. don’t think DEC 
IBM can dictate the terms any- 
more. 

think the vendors nec- 


Computer 


You'll find our dedication shows whole range 
products, featuring error-free file transfers, and sharing 
files VAX library. Our poly-STAR, poly-SHARE 
and the famous poly-COM series products have set 
the standards for DEC communications software. 

want done right, talk Polygon. 


Call 1-(314)-576-7709 
For Free Demo. 


free demo package 
any qualified Just 
write us. Polygon, Inc. Execu- 
tive Parkway, Saint Louis, 63141 
(314) 576-7709, Telefax: (314) 275- 


9185. Telex 883245. 


polygon 


Terminal Emulation, The Right Way. 


Polygon, the Polygon logo, and poly are registered trademarks of Polygon, Inc. 


Circle Reader Service Number 15 


COMPUTERWORLD 


Color Display 


essarily understand that, for the 
most part, put with them 
because have to, whether it’s 
DEC. 


you could deliver per- 
sonally Ken Olsen one 
suggestion for improving 
DEC, what would be? 

DITAMORE: far network- 
ing hardware goes, DEC hasn’t 
been willing take position 


far what they consider the 
best: point-to-point, multipoint 
multidrop. 

And any customer who try- 
ing make decision con- 
cerned about how upgradable 
each one going be. 

With the communications 
costs being what they are and 
links the network and packet- 
switching networks being what 
they are, you don’t want make 
the wrong decision now. 

the software side, Decnet 
wonderful way communi- 
cate and gives lot flexibility. 
But DEC has not kept current 
with technologies that have 
come along. 


ABATE: From corporate point 
view, like see more 
consistent pricing philosophy 
from DEC all areas products 
and services. 


CALHOUN: tell Olsen pay 
attention what weak the 
product line, such optical disk, 
general disk capacity, the prob- 
lems evolving how support 
twisted-pair. The way see the 


computing world evolving in. 


terms the Andrew project 
Carnegie-Mellon and the Athena 
project MIT. 

But the extent that DEC 
can help that agenda, DEC will 
position itself well and help all 
satisfy our functional needs. 


ADLER: Our strategy the en- 
gineering school one that 
views hardware more and more 
commodity. Because are 
more resource-constrained, 
must have the ability have 
true interconnectivity among 
the variety hardware vendors. 

Given that, our preference 
always with the strongest 
vendors. Clearly, DEC now 
one the big two. 

hope that DEC sees 
the opportunity deal with the 
hardware and operating system 
and networking world non- 
proprietary manner. 

they make their mind 
that that’s what they can do, 
they really will able contin- 
their growth, because people 
want have homogeneous 
hardware environments where 
workstations come from the 
same places that mainframes 
come from. That’s really been 
Ken Olsen’s philosophy that 
the network makes the system. 
would like see that non- 
proprietary mode rather than 
proprietary mode. think DEC 
can 


CALHOUN: But this dilemma 
all companies face. you lose 
more providing open archi- 
tecture, you gain more? 
what good for DEC good for 
the world? company has all 
the solutions all the world’s 
needs not IBM, not anybody. 
The world will multivendor 
world. 

ADLER: DEC probably the 
best position survive the 
long haul that type nonpro- 
prietary environment. 


SEPTEMBER 1987 


f 
e€rsona 
; 
4 
: 
Saas 


OUT 
INTO DEC 


IBM was once the only safe choice for MIS; 
now DEC winning converts 


STANLEY GIBSON 


espite IBM’s widely perceived im- 
age the safe computing vendor, 

some users have rejected the Big 

Blue security blanket and struck 
out their own with Digital Equipment 
Corp. 
search for cradle-to-grave comput- 
ing, these users are deciding that DEC can 
better job extending the life their 
software and protecting their hardware 
investments. 

The cutting IBM apron strings 
caused such alarm the industry giant, 
known many users, that 
she was shocked into action, offering 
mid-range incentives her sales force 
and unveiling last year the 9370 depart- 
mental computer the so-called VAX 


killer. 
Most IBM users who leave home 
because they reach crossroad 
their computing needs. Typically, they 
have been running System/36 and 
System/38 mid-range machines; 
8100 processors and 4341, 4361 and 
4381 systems. Having outgrown one 


IBM system, they often face costly 
conversion another. Bloodied 

previous IBM-to-IBM conversions, 
Continued next page 


Gibson Computerworld senior writer. 
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some veterans are finding that sim- 
pler and cheaper choose one final con- 
version DEC. 

DEC spotted these areas vulnerabil- 
ity the IBM world and has been making 
hay IBM’s expense. DEC set pleth- 
ora migration organizations that stand 
ready assist customers making the 
switch (see story page 23). 

Once DEC establishes itself ac- 
count, seems there stay. “Once 
been ‘VAX-inated,’ it’s pretty 
much done deal. I’ve never seen anyone 
who has gone the other [converted 
from DEC says Charles Riegel, 
spokesman for Software North 
America, Inc. 


Former 4381 user 

One user who has flown the IBM coop 
Perdue Farms, Inc. The well-known poul- 
try company, led Chief Executive Offi- 
cer Frank Perdue, wanted construct 
new billing and order-entry system. Per- 
due had been using IBM 4381 main- 
frames. 

“This intended the last conver- 
sion,” says George Reiswig, senior direc- 
tor management information services. 
Previously, Reiswig converted from 
IBM’s DOS VSE and later 
switched MVS/XA. 

had bad taste left says 
the change MVS/XA. “Software 
conversions don’t add anything the bot- 
tom line. They are very risky 
addition, says, senior management 
seldom understands the nature the un- 
dertaking but holds information services 
accountable just the same. 

the chicken business. We’re 
not into technical Reiswig 
says. 

Perdue began its decision process 
choosing Software AG’s Adabas Natural. 
Reiswig then found that the software ran 
better VAX than did IBM equip- 
ment, even though, Reiswig points out, 
Adabas was originally written for IBM 
and was only later rewritten for DEC. 

“DEC teamed with Software 
and demonstrated much better capabili- 
ty,” says. addition, the software 
costs less run DEC signifi- 
cant margin. 

Perdue also wanted 100% uptime, and 
accomplish this goal required that two 
computers each contain the same data 
base. one site were down, another 
with identical data base would have 
come within five minutes. addition 
providing data base backup, the second 
site was perform general-purpose com- 
puting. 

IBM proposed running 4381 host 
with another 4381 second location. 
Periodically, the principal computer 
would update the data base the second. 
But the updating was not frequent enough 
satisfy Reiswig. DEC was able pro- 
pose data base updating between two re- 
mote VAXs that was almost instanta- 
neous, says. “It came down 
decentralized vs. centralized 
Reiswig says. 

the future, Perdue plans install 
DEC Microvax its feed mills and oth- 
scattered locations. all, the poultry 
firm may add dozen more VAXs, Reis- 
wig says. “With one operating system, 

Now that has lost the bid, IBM has 


“ONCE you’ve been pretty much 
done deal. I’ve never seen anyone who 
has gone the other 


CHARLES RIEGEL 


SPOKESMAN, SOFTWARE NORTH AMERICA, INC. 


been trying regain Perdue’s business. 
“TBM has been very positive about get- 
ting back into position,” Reiswig says. 
The move distributed processing 
was also key the decision Canada Ce- 
ment LaFarge Ltd. purchase number 
VAXs for several locations. The Toron- 
company, subsidiary LaFarge 
Corp. Dallas, had used service bureau 


running IBM 370-architecture main- 
frames. Remote job entry was accom- 
plished DEC PDP minicomputers 
Canada Cement’s various locations. 
the remote mainframes the service bu- 
reau, Canada Cement ran its Cobol pro- 
grams under MVS. 

aproach. wanted move away from 


the service bureau,” says Warren White, 
manager MIS Canada Cement. Un- 
der this scheme, each location would han- 
dle, minicomputer small main- 
frame, its own computing needs, 
including inventory, statistics and ac- 
counts payable. 1982, the company be- 
gan request proposals from number 
vendors. 

Because the firm’s plants different 
parts the country are different sizes, 
its computing needs covered large scale. 
Also, would necessary rewrite the 
mainframe applications for whichever 
smaller machines were chosen for the dis- 
tributed sites. addition, the smaller 
computers would have able grow 
the business each site grew. 

IBM proposed combination the 
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System/34, and 4300 series proces- 
sors. But none these components was 
ideal, according White. The System/34 
was too small; the System/38, although 
good development machine, was likewise 
too small for some regional offices; and 
the 4300 was 

contrast, even 1982, DEC of- 
fered longest, deepest product 
according White. Consequently, Cana- 
Cement could upgrade the system 
any site business increased while still 
running the same software. 

Canada original order, 
placed June 1983, called for single 
VAX. Over the four years since, VAXs 
have been installed, including VAX- 
11/730s, 11/750s and Microvax IIs. 

Inventory and statistics programs, 


written Basic for the PDPs, were re- 
written for the VAXs. The mainframe Co- 
bol program, McCormack Dodge 
Corp.’s General Ledger, was purchased 
VAX version. According White, Cana- 
Cement was the first site use that 
software VAXs. Canada Cement also 
bought M&D’s fixed assets program and 
wrote many other applications itself. 


‘We had open mind’ 
Faced with the need completely redo 
its computing system, Foothill-De Anza 
Community College Los Altos Hills, 
Calif., approached the question com- 
puting with tabula rasa. 

had open mind. The district 
was floundering. asked, ‘What 
want out computing, says 


William McDonald, manager data ser- 
vices the school. IBM customer 
since 1970, Foothill-De Anza most re- 
cently ran 4341 processor for such ad- 
ministrative tasks payroll, finance and 
academic records. 

The college sent out request for pro- 
posal June 1986 for which there were 
only two bidders DEC and IBM. Mc- 
Donald sums the difference between 
the two connectibility. “IBM was more 
directed saying piece hardware 

IBM bid 4381 Model 13. “But that 
didn’t solve the connectivity problem,” 
McDonald says. Also, moving from the 
4341 the 4381 would have entailed go- 
ing from VSE MVS/XA, according 
IBM’s proposal. But McDonald says, 


enter for rescue. 


The Porting Center can help get you out all 
kinds tight spots. With everything from simple 
feature additions total system design. 

the latest refinement the most comprehen- 
sive Reseller Program the industry. One offering 
competitive discounts Value-Added Resellers 
and generous commissions 
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“This wasn’t any quick solution.” 

DEC won the bid, which carried price 
tag $1.2 million. Faced with user 
moving DEC, IBM requested and was 
granted meeting with McDonald’s boss, 
the director business services the 
college. McDonald was not allowed at- 
tend. But IBM’s entreaties did not sway 
the decision. 

veteran several IBM-to-IBM con- 
versions, McDonald says the IBM-to- 
DEC conversion has lot hours 
but was not difficult.” 

Now, Foothill-De Anza has VAX 
8650 running VMS, supported disk 
drives and four tape drives. Connected 
the VAX 8650 are 160 DEC 220 ter- 
minals. The VAX ready for future clus- 
tering with Hierarchical Storage Con- 
troller (an HSC 50) and star coupler 
already installed that other processors 
can added easily. Clustering sched- 
uled come 1988, with the addition 
VAX 8600. 

The future also promises the addition 
distributed Microvaxes. Currently, 
three Microvaxes are installed, one each 
the DeAnza campus, the Foothill cam- 
pus and the district office. The processors 
are connected each other 56K bit/ 


THE IBM-to-DEC 
conversion has 
lot hours but was 
not 


WILLIAM MCDONALD 
MANAGER DATA SERVICES, 
FOOTHILL-DE ANZA 
COMMUNITY COLLEGE 


sec. leased lines. The college still runs 
4341 system but phasing out, accord- 
ing McDonald. 

Foothill-De Anza only one 105 
community colleges California and the 
first convert DEC. McDonald says 
others are watching his experience close- 
ly, and very likely that some will fol- 
low Foothill-De Anza’s lead. 


Cost half much 

Despite hardware offers from DEC and 
IBM that were priced about the same, At- 
las Powder Co., subsidiary Dallas- 
based Tyler Corp., found that the same 
software would cost $700,000 less run 
DEC equipment. That clinched the de- 
cision. “It cost about half much run 
software for DEC did with IBM,” 
says Darwin Wolfe, director informa- 
tion services for the maker explosives. 
The software Cincom Systems, Inc. 
package for controlling manufacturing 
and finances. 

Wolfe recalls that Cincom officials told 
him the software easier develop and 
maintain DEC than IBM equipment. 
“We told IBM about this, but they 
couldn’t say much Wolfe 
says. 

4381 Model user for five years, 
Atlas Powder had been looking mod- 
ernizing for two years, according 
Wolfe. IBM proposed 4381 and 9370 
Model 20. However, Wolfe says, did 
not want guinea pig the 9370 
and suspected the 4381 was near the end 
its life. 

May, the decision with DEC 
was made. its frequent practice, 

Continued page 
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SQL. Most include tools. They 
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claim deliver performance. 

But once you get your hands 
these products, the differences are 
dramatic. It’s the craftsmanship 
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MIGRATION 
PATHS 


nowing the points 
which IBM users often 
must migrate other 
systems, DEC has devel- 
oped programs assist 
changeovers its processors. The 
firm offers software conversion 
tools designed translate data 
files, procedures and programs 
written for IBM System/36 and 38, 
8100 and 370 architecture systems 
into code that usable the DEC 
VAX world. 

“Tt’s one-time conversion; 
that’s what says Patricia 
Patterson, unit manager DEC’s 
support services 
Mass. Patterson charge 
DEC’s RPG migration program, 
which assists customers moving 
VAX processors from systems 
that use the RPG language, such 
the System/36 and 38. The group 
not limited IBM migration, she 
points out, and will assist users 
other RPG-based computers, such 
some made Wang Laborato- 
ries, Inc. and Hewlett-Packard Co. 

key component DEC’s mi- 
gration assistance language 
compiler called Migration RPG, 
which automatically converts most 
System/36 and RPG code into 
RPG that usable VAX. Mi- 
gration RPG was developed Na- 
tive Software, Inc. Richmond, 
Va., and sold that company 
wellas DEC. 

“You can load IBM software ona 
VAX,” claims Bruce Claremont, 


ucts Native Software. The com- 
piler normally converts all but 
small percentage code, which 
ported manually, says. 
Claremont points out that while Na- 
tive Software charges fixed prices 
for Migration RPG and software 
tools that work with it, DEC uses 
tiered pricing structure, which in- 
creases the program’s price with 
the processor sold run on. 
DEC’s on-site help comes 
many combinations, ranging from 
few hours instruction days and 
months service from full-time 
software resident, Patterson says. 
Those who want perform the 
conversion themselves may par- 
take DEC’s Migration Assistance 
Service, which provides the user 
with migration tools, documenta- 
tion and access 24-hour, seven- 
day-a-week hot line for support. 
migration, seemingly 
minor details can take great im- 
swer cannot found. You might 
when you need key 
tory” the DEC world. “Often, 
it’s just terminology. You just need 
have someone there who knows 
the terms,” says Don House 
DEC’s migration program. 
STANLEY GIBSON 
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IBM discussed the decision with Wolfe’s 
boss. However, Wolfe says and his boss 
were harmony. [IBM] were not 
nasty, but they couldn’t believe would 
seriously consider anyone besides them,” 

July, Atlas Powder put VAX 
8700 and three Microvaxes, with plans 
add VAX 8350 later date. addi- 
tion, the firm will use some 150 220 
terminals and Vaxmate personal comput- 
ers. The entire conversion process will 
one year complete, according 

olfe. 


Changing needs 

Valassis Inserts, Inc. Livonia Hills, 
Mich., was “real high-growth compa- 
ny,” according Vice-President MIS 
Jerry Rode. maker glossy advertising 
inserts for 400 newspapers the 
the company’s growth and changing 
needs had forced three conversions the 
four years preceding 1984. 

Rode was hired that time point 
data processing single direction. 
“They didn’t want keep spending mon- 
operating systems and applica- 
tions,” Rode says. 

Now years old, Valassis Inserts has 
grown average annual rate 35% 
become the largest insert 
company the U.S., Rode says. Earlier 
this year, the firm was acquired Con- 
Press Holdings Sydney, Aus- 


Valassis Inserts was using Sys- 
tem/38, which had been running for two 
years but was longer large enough 
handle the business. Previously, the com- 
pany had used System/34 and, before 
that, Honeywell, Inc. equipment. Having 
already converted from RPG RPG 
the firm was facing move the 
4300 world stayed with IBM. 
would have been waste time; conver- 
sions are Rode says. 

Rode determined that the existing 
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software, like the hardware, was inade- 
quate and would need rewritten. 
The software for the System/38 limited 
the number pages that could includ- 
insert. Now, the total can theo- 
retically reach 999 pages, Rode says, al- 
though unlikely that quantity will ever 
needed. 

The hardware conversion started with 
one 11/780 early 1984. Later, the ma- 
chine was upgraded 11/785. Now, 
Vaxcluster, consisting 8650, 
8550, the 11/785 and 11/750, locat- 
Valassis Inserts’ Livonia Hills head- 
quarters. 


“DEC used little 
harder sell man- 
agement than 
now. MIS with DEC 
equipment had de- 
fend its 


WARREN WHITE 
MIS MANAGER, CANADA CEMENT 
LAFARGELTD. 


“The best thing about the clustering 
was that the system did not have 
taken down order add processor,” 
Rode says. The same true adding 
storage devices. 

The cluster used keep track all 
aspects the business, including printing 
press operation and inventory such 
supplies ink and paper. also used 
for company accounting and coordinating 
bookings with available 
space. 

addition, the company uses several 
Chromatics, Inc. 19-in. color graphics ter- 
minals for creating the glossy ads. The 
terminals are connected the VAXs, 
which provide the necessary processing 
power. 

Valassis Inserts also uses IBM Per- 
sonal Computers, half which are con- 
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nected Ethernet, Rode says. But the 
PCs are being phased out. have 
served their purpose. now have the 
bulk our information the Vaxclus- 


ter,” Rode says. spreadsheets are 


done ona VAX,” adds. 

The plan make increasing use 
package called 20/20, program for 
VAXs similar Lotus Development 
Corp.’s 1-2-3, sold Access Technol- 
ogy, Inc. Natick, Mass. 

The growth Valassis Inserts and its 
consequent move DEC computers have 
also caused change staffing. Previ- 
ously, the company used contractors and 
consultants exclusively; the firm now em- 
ploys in-house staff 34. 

Valassis Inserts recently bought an- 
other company the same line busi- 
ness, Connecticut Insert Co. The plan 
sell the Connecticut firm’s Wang Lab- 
oratories, Inc. 100 and combine data 
processing operations connecting the 
new company the cluster Michigan 
headquarters. 


turning back 

While DEC users who have left IBM set 
out their new path with optimism, they 
are, many cases, just setting out: Their 
long-term satisfaction will not known 
until few years from now. But others 
who have been with DEC for several 
years show inclination turn back, 
having, many cases, worked hard sell 
their decision skeptical management 
that had grown accustomed IBM. 

“DEC used little harder sell 
management than now. MIS 
with DEC equipment had defend its de- 
says Canada Cement’s White, ex- 
plaining why believes DEC converts 
are often among the most firmly commit- 
ted users. 

But there question that DEC will 
increasingly target IBM and that 
Big Blue’s sales representatives will cling 
with increased tenacity customers who 
appear sway toward DEC. The result 
for the customer ideal: greater choice, 
with vendors doing their utmost win 
them over. 
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SOFTWARE 


More than hundred vendors drawn 


DEC’s cooperative marketing program 


warrior, 


accordance with 
his aims, main- 
tains 
weapons and knows their 
characteristics and uses 
them well.” This quote, 
from The Book Five 
Rings Miyamoto Mu- 
sashi, excellent sum- 
mary DEC’s deployment 
strategic weapon the 
continuing marketing war- 
fare raging the medium- 
scale computer market. 
DEC has taken strong 
position making the 
availability application 
software key facet its 
marketing thrust. Having 
decided that vertical mar- 
kets are the high ground, 
DEC laid out strategic 
course that maps the need- 
applications into the 
firm’s chosen vertical mar- 
ket spaces. 


Randolph director the DEC Advi- 
sory Service International Data Corp., 
market research firm Framingham, 
Mass. 


BOB RANDOLPH 


Unwilling depend 
solely the limited set 
horizontal applications that 


has developed and will 


developing over time, DEC 
has launched major offen- 
sive provide the needed 
applications using array 
alliances with indepen- 
dent software suppliers. 

The following connec- 
tions illustrate DEC’s de- 
sire expand its software 
base. 
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The simplest form 
these third-party pacts 
the reference agreement. 
this, DEC publishes the 
application vendor’s name 
and contact information 
applications catalog that 
gives prospective cus- 
tomers let them choose 
application vendor. This 
connection strictly arm’s 
length. 

The other types 

Continued next page 
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agreements for third-party soft- 
ware involve contractual 
agreement between DEC and 
the application vendor. These 
can range from simple agree- 
ment buy and resell DEC 
hardware (OEM connections) 
much more complex joint mar- 


keting schemes. 

the OEM arena, the appli- 
cation supplier buys hardware 
from DEC, packages his solution 
software with the hardware and 
resells the complete system 
end user. This approach has 
been DEC’s preferred way do- 
ing business, particularly ver- 
tical markets that require the 
special expertise applica- 
tion vendor. 


i 


Now tired-eye problems are gone with the wind, 
with the DEC-compatible ADDS 3220. The 3220’s 
unique 70Hz refresh display gives one the most bril- 
liant flicker-free screen presentations ever. 

And appreciate our double features, too. Like 
our easy- -read double high and double high/wide char- 
acters, viewed choice 132 column format. 
All flat green, amber white screen. 

With user selectable settings for brightness and contrast. 


DEC credited with starting 
the OEM business and has ad- 
vantage over most other com- 
puter suppliers that are trying 
extract OEM applica- 
tions from smaller OEM base 
than DEC’s. 

The OEM’s contractual 
agreement with DEC involves 
only the hardware. The OEM 


thus free compete with DEC 
for certain sales focus his 


energies vertical markets 
where DEC has little in- 
volvement. 


‘Channel 

OEMs grew larger and the 
vertical markets became more 
attractive DEC, the freedom 
compete became two-edged 
sword called 
Competing for the same custom- 
became increasingly distaste- 


product from the competition. 


Natura! 


the ADDS 3220 fully compatible with the 


DEC VT220, VT100, VT52, and ANSI X3.64. What’s 


Terminal the Year” award 
Preview one today. Let 
show you that when comes 


award-winning performances 


ful both DEC and its OEMs. 

recently last year, 
DEC’s major OEMs were 
arms over what they perceived 
poaching their markets. 
Many established relationships 
with other computer vendors 
that had some solution the 
channel conflict problem. Par- 
tially because this threatened 
wholesale defection and partly 
because the clarification its 
marketing strategy, DEC decid- 
join them rather than fight 
them. Thus the Systems Coop- 
erative Marketing Program 
(SCMP) was born. 

The SCMP agreement real- 
extension the OEM 
agreement with built-in way 
alleviating channel conflict. The 
SCMP becomes partner with 


joint-selling Like the 
OEM, the SCMP packages hard- 
ware and application software 
together. this relationship, 
the SCMP’s sales force works 
with DEC’s sales force qualify- 
ing potential customers and pro- 
viding detailed technical infor- 
mation the SCMP’s product. 
Channel conflict nonissue 
this relationship because DEC’s 
sales force given partial credit 
(as much 90%) for the hard- 
ware sale. 

This sharing credit pro- 
vides added incentive for the 
DEC sales representative help 
close the sale. DEC actively 
turning OEMs into SCMPs, and 
far there are approximately 
SCMPs providing solutions 
across the array DEC’s tar- 
geted vertical markets such 
health care, banking and manu- 
facturing. 


The CMP relationship 
The Cooperative Marketing 
Program (CMP) another joint 
marketing scheme. Unlike the 
OEM SCMP, the CMPs not 
package hardware with their so- 
lution. They are strictly soft- 
ware providers. Joint selling 
the application also funda- 
mental part this form agree- 
ment. There about 100 
CMPs providing applications 
across DEC’s targeted vertical 
markets. 

The key benefits the CMP 
relationship with DEC include: 
The prequalification. ven- 
dor certified CMP, will 
called DEC sales reps the 
front end the selling cycle, es- 
pecially the Fortune 1,000 
Continued page 


ADDS gives darn. For more in- 
formation, call 1-800-231-5445. 
N.Y. 516-231-5400. Ask for 
Displays Marketing. 


The person pictured above celebrity look-alike. 


The estate has not authorized approved the use look-alikes. 100 Marcus Blvd., Hauppauge, 11788 
See COMDEX Fall-Booth #2746 and DEXPO West-Booth #1448. 


truly sophisticated performance. 

But more than great looks, the ADDS 3220 
turns great performance, too. Our DEC- -style key- 
board enhances the performance your software. With 
value-added features like fully programmable function 
keys and 256 bytes non-volatile memory that help you 
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free 


Only Two DBMSAGLs 


Are Good Enough 
Called CompuServe: 


system 1022 


one the largest infor- 
mation sources the country. when 
went shopping for DBMS/4GL 
company, knew exactly what 

wanted. 


acquired the entire System 1022 
and System 1032 business from Soft- 
ware House Cambridge, Massachu- 
setts. And our new division can what 
CompuServe has never done before: 
license system software products 

you for unlimited use your 
DECsystem VAX. 


System 1022 the premier DBMS for 
the DEC-10s and DEC-20s. For years it’s 
been the backbone our own on-line 
information systems. We’re investing 
now make this product even more 
productive for its hardware environ- 
ment, with total integration, inte- 
gration with VAX, and facilities 
extend the lifespan your TOPS-10/20 
applications. 


System 1032 one the most power- 
ful 4GLs for applications development 
the VAX. you need screen-based 
applications development, you should 
see what been doing. And take 

look the integration/PC work- 
station ideas adding. 


offers you whole new 
way looking your data and 
cations needs. can supply all the 
pieces: the mainframe software, the 
distributed network, and even the data 
itself all from single source. 


Call talk about your applications 
(617) 661-9440. 


CompuServe 


Data Technologies 


formerly Software House 


1000 Massachusetts Avenue 
Cambridge, 02138 


Tel (617) 661-9440 
Circle Reader Service Number 


ROSS 


Ross Systems the only financial software 
vendor with 100% commitment Digital’s 
broad family VAX™ computers. Simply put, 
know more about DEC/VAX than any other 
vendor. Because it’s all do. 

Other suppliers may devote little five 
ten percent their efforts and technological 
expertise the DEC/VAX market. Therefore, 
their commitment product quality, support 
and enhancements cannot match that Ross 
Systems’ total commitment. 

the industry leader VAX integrated 
financial management software, offer the 
best answers for the needs today’s financial 
managers. Our MAPS® family software pro- 
ducts integrates financial accounting applications 
and decision support tools address the require- 
ments corporations wide variety 
industries. 

Our VAX commitment pays you user 


dividends. Our mainframe class systems were 


developed exclusively for the VAX—you 
working with converted technology developed for 
IBM mainframe system. Our VAX software 
truly on-line and interactive—not batch with 
interactive front end. Our exclusive VAX support 
provided our own expert professionals. Our 
professional client services department can offer 
you everything from custom consulting train- 
ing and education, and VAX system consulting— 
something other major software vendors are not 
able provide. 

Our product enhancements, accommodation 
DEC technical advances and changing accoun- 
ting requirements are handled immediately—not 
third fourth priority. 

Major corporations around the world have 
already selected and benefitted from Ross 
Systems’ MAPS family financial software 


DEC and VAX are registered trademarks of Digital Equipment Corporation. MAPS is a trademark of Ross Systems, Inc. 
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theirs, contact Ross Systems today. 


MAPS/GL—General Ledger 
Payable 
MAPS/AR—Accounts Receivable 

Assets 

MAPS/MODEL—Financial Modeling 
MAPS/MICROLINK—Micro/Mini Link 
MAPS/DB—Data Base Management 


1860 Embarcadero Road, Palo Alto, 94303. 
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accounts where DEC active. 

basis upcoming DEC hardware changes 
and future directions the product line. 

Application software tested DEC ma- 
chines before the official customer ship 
dates insure that the application will 
run. 

The ability use DEC’s Application 
Centers for Technology (ACT) dem- 
onstration site for many the applica- 
tions. 

How does company become 
SCMP CMP? The consensus the 
application vendors seems be, ain’t 
easy.” 

Establishing SCMP CMP 
agreement can take nine months, 
depending whether DEC the initia- 
tor, and thus presents clear path the 
necessary approvals, the application 
vendor the initiator, and the contact 
points and the path approval may not 

DEC, which selectively looks for the 
most marketable and applicable products 


HOW does company 
become SCMP ora 
CMP? The consensus 
the application ven- 
dors seems be, “It 
ain’t easy.” 


for particular industry, takes the pro- 
spective SCMP CMP through series 
evaluation steps that assess the appli- 
cant’s business, the marketing success 
the application product and the technical 
merits the product. 

The business review includes evalu- 
ation the financial strength the appli- 
cation vendor well their business 
plans. The marketing audit looks how 
well the product has sold and what the 
customers think the product. 


Cast fate with DEC 

Cincom Systems, Inc., Cincinnati-based 
software company, decided two years ago 
its fate with DEC signing CMP 
agreement. With $101 million revenue, 
Cincom one the largest privately held 


tion consisted VAX 8700 and some 
Microvax IIs networked together pro- 
vide the customer with the horsepower 
use Cincom’s MRP system, Control Man- 
ufacturing. The sale for DEC meant 
million, $500,000 which went Cin- 
com. 

Access DEC’s ACTs provided the 
CMP with very powerful showcase for 
his application software. According 
French, “the best sales occur when the 
customer works with the ACT.” DEC has 
opened these special 


worlds” strategic areas across the 


country (see story page 57). 

The key the success the CMP ef- 
fort that DEC’s corporate management 
understands the criticality applications 
software the firm’s success. other 


excellence ti 
of ln the j 


introducing 


computer systems vendors out the 
independent software vendors form al- 
liances with third-party application sup- 
pliers, they will have compete with the 
facto standards that DEC has set 
dealing with its application suppliers. 


Acommanding lead 
DEC’s all-out effort win the hearts and 
minds the independent software ven- 
dors seems paying off. this junc- 
ture, the firm has commanding lead over 
other hardware vendors that are beating 
the bushes find applications software. 
far, DEC’s evaluation process for 
becoming SCMP CMP appears 
favor the entrenched, well-established 
software firms. Certainly, exceptions will 
made, but the perception the inde- 


design and dependability, Nemenix 
adusiry 
Whether you need to 

Or expand existing system to 


the overa’ CPU and memory performance of 
while.increasing the main mer 

adds CPU peri formance 

SB memory arrays. The 


can have Meniary capacity you want . 
memory products for the VAX 8500, 8550, 87 


VAM and-8975, will be available in 16MB/ 
fechinology. All with the Nemonix unconditional lifetime warranty an 


Nementx also offers.these products fer: 


toe the DEC 


3 The SPU im 


VAX 8000 users 


pendent software community what 
DEC must concerned about. 

the future, DEC must also position 
itself the champion the smaller, less 
established firms give the innova- 
tion that these folks usually bring the 
party. 

This move will especially important 
for DEC IBM launches its applications 
juggernaut. Given the recognized strate- 
gic criticality applications software, 
DEC will have run very hard and very 
fast stay ahead the competitive pack. 
some fine-tuning the SCMP 
and CMP programs will have done. 
This could perhaps take the form train- 
ing other incentives have the sales 
force uniformly embracing the SCMP and 
CMP programs. 


software companies the U.S. 

According Peter Burris, analyst 
International Data Corp. Framing- 
ham, Mass., was one the few 

-independent mainframe data base man- 
agement system vendors that wisely fore- 
saw the emergence the mid-range sys- 
tem application-delivery vehicle.” 

Cincom signed agreement with 
DEC that brings Cincom’s application-de- 
velopment environment software Mantis 
and Ultra well Control Manufacturing 
and Control Financial manufacturing 

resource planning (MRP) system un- 
der DEC’s CMP umbrella. Bill Dorece, 
Cincom’s vice-president strategic alli- 
ances, says relationship has been ex- 
tremely successful.” 

One example this success was the 
joint effort between Cincom and DEC that 
resulted the replacement IBM 
4300-class system large company 

the Dallas area. The DEC-Cincom solu- 
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» warranty, 24 fiowr replacement, trade-in/trade-up, stancd 2 
Hagadistic, tech ical consulting and analysis. Call Nemonix toda y te pln 


your order for')cur VAX memiory requirements. 
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3 offers the most diverse product mix 
style backplane to newer 
peases the CPU performance up to 
15ME. The SCA Gynchronized Clock 
controder supports LIMB and 
ansion to (SMB. 
and service. Nemonix 
h end cluster systems 
d memory diagnostic. 


order double size, DEC trying 
all things all vertical markets 


2-year-old strategy sell its 

products 

lines was supposed double 

DEC’s market share, according 
Robert Hughes, vice-president industry 
services marketing. Having saturated the 
scientific and engineering communities, 
DEC turned the vertical approach 
way familiarize other industries with its 
architecture and its way thinking and 
win new converts. 

DEC finding that the vertical-market 
strategy helps the firm sell higher levels 
within organization, instead just ped- 
dling the technical solution MIS. Ken 
Olsen says, not the group that 
knows the most about how company 
runs. The MIS director does not know 
anything about manufacturing laborato- 
ries engineering the 

DEC divided all businesses into in- 
dustries and broke them into three sectors 
government, services and basic indus- 
tries. Sectors are subdivided into groups 


such media, financial services utili- 
ties, with staff members associated with 
specific group. The more prominent in- 
dustries are reflected many DEC’s 
most visible marketing efforts: the Appli- 
cation Centers for Technology, the Dec- 
world conference and exhibits vertical- 

The industry structure not the only 
way marketing organized. DEC also 
sells according applications, geography, 
product lines and distribution channels. 
But the approach one that DEC hopes 
will raise prospects’ awareness its 
strengths networking, departmental 
computing and distributed processing. 

DEC’s market penetration and soft- 
ware portfolio are clearly much stronger 
some markets than others. Engineer- 
ing, manufacturing, finance and health 
care all boast healthy Utilities, 
transportation, food agricul- 
ture and construction are all much more 
sparsely represented. 
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their other terminals last 


sands 


get 


Graphics 


TeleVideo Systems, 
Morse Avenue, Sunnyvale, 
the meantime, we'd 


HALE AND HEARTY MEDICAL FIELD 


ROBERT MOSKOWITZ 


DEC has been involved the health care 
market for most the company’s life 
25-plus years. Early efforts concentrated 
selling processors medical equip- 
ment manufacturers, which embedded 
them controllers their specialized 
medical equipment. This penetration 
helped DEC build very large installed 
base within the clinical imaging areas, 
such radiology, computerized tomogra- 


phy scanners and magnetic resonance im- 
aging. 

“DEC the No. company health, 
very important market and growth area 
for them,” says Sheldon Dorenfest, presi- 
dent Sheldon Dorenfest Associates 
Ltd., Northbrook, health care man- 
agement consulting firm. proces- 
sors support some the leading software 
vendors, such Shared Medical Sys- 
tems, Inc., Cerner Corp. and McDonnell 
Douglas Physician Systems Co.” 

Dorenfest’s surveys 3,100 U.S. hos- 
pitals reveal that DEC computers make 
about 14% the current installed base 


2 © 


hospitals with more than 100 beds and 
that DEC strongly represented these 
institutions’ acquisition plans. 

Dorenfest further estimates that 
DEC’s annual hardware sales are about 
$175 million the nonfederal market 
5,800 short-term acute care hospitals 
alone, which together spend about $1.7 
billion annually hardware. Thus, DEC 
sales work out more than 10% the 
market’s hardware purchases and about 
the overall health care market. 

According Ava Schutzman, manag- 
strategic planning for DEC’s Health- 
care Group, the company the largest 


Productivity 
connections; 
Pop-up clock, calen- 
dar, programmable 
alarm, notepad and 
calculator with 
cat-and-paste. 


3 You get ASCT, connect to! 
_ ANSI, PC-AT in Four ports for 
any combination. printers, scanners, 
mouse— 


ACTUAL UNRETOUCHED PHOTO VIRTUAL TERMINAL 


pays have the right connections. 


Each our Falco high-value terminals 
proves it. Our connections make every 
dollar further. 

How much further? One Falco terminal 
can replace four dedicated 
terminals because our Virtual 
Terminal Windows™ virtually redefine 
connectivity. And all with real, 
quantifiable efficiency. Because 


38.4 kilobaud, our terminals keep pace with any host. 
And with pages memory, they don’t need rely 


their host connections too often. 


the 


right 


But here’s something even more 
beautiful: the Falco line doesn’t break 
down. And that’s not just Our 
consistent, high-volume production and 
ASIC reduced parts count ensures it. 
one year warranty guarantees it. 
our customers vouch for it. 
Ask them. better yet, see for 


Hammerwood Avenue, Sunnyvale, 


94089, (408) 745-7123, Telex 4973271, FAX 408-745-7860. 
Call today for your free Falco Terminal Buyer’s Survival Kit. 


Toll free: (800) 835-8765. only (800) 538-5383. 


That’s why call our Falco 5500e, 5600, 5220e, 500e and 


5000 value’’ terminals. There’s another reason. The good 
looks takes carry off good line. Sleek styling with 14’, 
flat, non-glare, high-resolution screens. Amber, white green 
monochrome extra charge. And ASCII, ANSI, PC-AT 


keyboards, all with programmable soft key memory. 


Copyright Palco Data Products 1987. Virtual Terminal Windows, and Palco Business Graphics, are trademarks of Falco Data Products, Inc. PC and AT are registered trademarks of International Business Machines Corp. 
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supplier processors the clinical area 
and second largest the overall health 
care market; IBM the largest. 
Schutzman says DEC actively ex- 
panding its base OEMs and working 
with them develop filmless X-rays and 
other advanced medical technologies. 
DEC also pushing into the health care 
information systems area, which she says 
now receiving least equal concentra- 
tion the company’s marketing efforts. 
result, DEC processors are be- 
coming significant force the health 
maintenance organization and hospital 
management market. Some very large or- 
ganizations, such Maxicare Health 
Plans, Inc. Hawthorne, Calif., have cho- 
sen develop their administrative and in- 
formation systems DEC processors. 


Market broadening 

Major reasons for DEC’s growth this 
market include the premium now placed 
networking and flexibility this rapid- 
changing business environment. Many 
health care providers are longer just 
hospitals: They maintain sites many cit- 


MAJOR reasons for 
DEC’s growth the 
health care market in- 
clude the premium 
now placed 
networking and 
this rapidly 
changing business 


ies and offer variety services, with 
specific departments like laboratory, 
pharmacy and radiology that need local 
processing well wide-area links 
headquarters and other institutions. 

‘The industry also labor-intensive, 
with three shifts day monitoring pa- 
tients’ changing conditions. Good coordi- 
nation requires good communication be- 
tween these workers 
management. 

addition, hospitals and other institu- 
tions with processors from many different 
vendors are experiencing communica- 
tions problems that DEC claims can 
simplify with its multivendor communica- 
tions capabilities. 

DEC’s strategy not only provide 
products that can link the entire enter- 
prise but also automate individual de- 
partments. Some the software for 
these departmental solutions comes from 
DEC, such All-In-1, electronic mail and 
Decrad, DEC’s radiology system. Others 
come from OEMs, such the laboratory 
management systems from Sunquest In- 
formation Systems, Inc. Tucson, Ariz., 
and Cerner, located Kansas City, Mo. 


Computer analysis EKGs 

One company with creative joint solu- 
tion Telemed, Chicago-based service 
bureau division LDG Capital Corp. that 
reads and reports electrocardiograms, 
EKGs, the hospitals where they 
originated. While most EKGs are read 
doctors, the Telemed system provides 
computer analysis 40,000 EKGs 
month and supplies printed analysis 
each one within minutes. 
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The innovative technology includes 
transmitting cart made Telemed, 
which the patient hooked hospi- 
tal clinic. The cart provides tradition- 
three-channel, 12-lead EKG tape. But 
the data also transmitted over tele- 
phone lines the firm’s DEC computers. 

According Jerry Toussaint, Te- 
lemed’s operations manager, the compa- 
ny’s seven DEC PDP-11/34s and two KL- 
10s CPU units from the Decsystem/10 
are connected over Decnet system. 
The PDP-11s receive the data over dial- 
telephone lines, converting the analog 
signals digital they arrive. The digi- 
tized data goes concentrator that 
moves the information along one the 
KL-10s for processing. 

When the report EKG ready, 
another PDP-11/34 sends back over 
telephone lines the originating hospi- 
tal. Throughout the process, EKG data 
and its location information must always 
stay together. One PDP-11/34 used 
primarily for development work and back- 
for the others. 

Another common application for DEC 
processors can found the Communi- 
Hospital Indianapolis, 798-bed, 
nonprofit health care complex. According 
Martha Roth, assistant director lab- 
oratory services, the hospital’s two clus- 
tered 11/785s are central the laborato- 
ry’s wide spectrum cultures, blood 
counts, urinalyses, blood gas counts, 
chemical measurements, pathology and 
other testing and reporting operations. 

The DEC systems run Clinical Labora- 
tory Software from Cerner. The package 
manages every test from the time or- 
dered until results are printed out. Many 
the laboratory’s instruments are com- 
pletely automated and interface directly 
with the computers, results are report- 
with human intervention. 

The automated laboratory manage- 
ment process begins when nurse orders 
patient test from Tandem Computers, 
Inc. machine nursing station. The or- 
der goes, along with patient information 
from the Tandem’s data base, the DEC 
computers the lab, which then schedule 
the necessary tests and later accept key- 
board automated input their results. 

Test results and laboratory charges 
are communicated back the Tandem 
computer the nurses’ station, where 


the results are printed out and the 


charges are sent the hospital’s Hew- 
lett-Packard Co. billing system. 

According Roth, DEC processors 
were picked because they are capable 
far more volume than the only other hard- 
ware running the desired laboratory man- 
agement software: Texas Instruments, 
Inc.’s. selected DEC for its appli- 
cations back 1984,” she says, 
expressed interest their software 
but wanted more powerful computers. 
were actually the first site where the 
Cerner software was installed DEC 
systems.” 


largest 

Baptist Memorial Hospital Mem- 
phis, dozens VAXs and other DEC pro- 
cessors support the world’s largest pri- 
vate hospital, which boasts 2,068 beds. 
Owned the Southern Baptist Conven- 
tions Arkansas, Tennessee and Missis- 
sippi, the enterprise includes corpo- 
rate hospitals within 150 miles the hub, 
numerous affiliated hospitals and dozens 
other ventures, including home health 
care service, foundation, minor medical 
centers, surgical supply company, pri- 
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“THE DEC system has allowed add comput- 
ers incrementally. You just can’t out and buy 
write all the packages system like ours. has 


JOHN BEDINGFIELD 


DIRECTOR INFORMATION SYSTEMS, BAPTIST MEMORIAL HOSPITAL 


vate duty nursing service, pathology labs 
and service. 

“The computers the main hospital 
are systemwide resource,” says John 
Bedingfield, director information sys- 
tems. “Every one the organizations 
uses them some extent, and most get 


all their data processing from them.” 
Baptist Memorial’s PDP-11/70s, 
six PDP-11/44s, one VAX 8600, one 
8650 and three 8700s run variety ap- 
plications written in-house for the differ- 
ent hospital departments, including pa- 
tient registration, payroll, pharmacy, 
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radiology, laboratory and others. 

Baptist, IBM shop about years 
ago, was one the first hospitals com- 
puterize. The hospital decided mini- 
computer strategy and chose the PDP- 
11/70s. Although the organization 
experimented with vendor-written appli- 
cations, system administrators were not 
satisfied and began develop applica- 
tions in-house. 

“The DEC system has allowed 
add computers incrementally,” Beding- 
field says. just can’t out and buy 
write all the packages system like 
ours. has built step time over 
years, the way have done it.” 


Moskowitz is a business consultant based in Wood- 


T 
land Hills, Calif. 
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ALAN RADDING 


Typically, financial institutions run some 
the most high-powered and sophisticat- 
the country. moving ahead means 
automating other areas the organiza- 
tion field offices, customer-service de- 
partments, account representatives and 
soon. 

Computer industry analyst Stephen 
Smith Paine Webber New York says, 


HELPING MAKE THE WORLD 


“The new direction the financial ser- 
vices industry automating traders and 
line people” the benefit compa- 
nies like DEC. 

fact, DEC staking out major posi- 
tion this market emphasizing what 
calls mission-critical systems, which de- 
fines systems that actually the work 
rather than simply account for after the 
fact. 


Mountain comes Muhammad 

DEC not “doing anything unique,” 
Smith says, but adds that the changes 
occurring the financial-services indus- 


try are “playing into DEC’s strengths” 
mid-range systems, the single VAX archi- 
tecture, effective networking capability 
and links with computers from other man- 
ufacturers, particularly computers from 
IBM 


not practical think will dis- 
place the [IBM] mainframe” custom- 
ers’ sites, says Claude Thomas, 
director DEC’s Financial Industry Mar- 
keting Group and former financial ser- 
vices industry executive. 

DEC’s strategy leverage 
the customer’s existing equipment 
providing systems that fill the gaps 


Digital’s New VT330™ and 
Terminals set the 


Again. 


800 500-Pixel Resolution 
out 4,096 Display Colors 


the VT340 


ReGIS, Sixel, Tektronix 4010/4014 


Graphics 


Local Memory: Screens Bit-Mapped 


Graphics text pages 
GPX Chip Set 


Mouse Graphics Tablet 


Digital has done again. The new VT330 and 
VT340 Text/Graphics terminals set the 


standard for new era terminals with 


high performance, high resolution, and 
workstation-like features. 


course, the new VT330 and VT340 work 
with all the Digital hardware and software 


you are using now and will use the future. 


authorized distributor for Digital 


and can provide all the service and support 


Support for Multisession Windows via 


Session Support Utility 


you will need. Call today. 


digital 
Authorized Distributor 


automation and expand the functions all 
the systems. 

Peer-to-peer networking the heart 
DEC’s approach the financial ser- 
vices industry. This approach best capi- 
talizes DEC’s networking and connec- 
tivity offerings. For example, Baltimore- 
based Commercial Credit Co. recently 
decided replace its wide-ranging collec- 
tion stand-alone office machines with 
integrated DEC system. 

“The connectivity sold us,” says 
Hickle, Commercial Credit’s director 
operations. have hubs several cit- 
ies and mainframe. DEC says they can 
tie all together, and confident 
they can 


All-channel strategy 
penetrate the financial industry and in- 
spire confidence, DEC established Thom- 
as’s Financial Industry Marketing Group. 
The company brought people like 
Thomas, “who have sat the same 
chair” that the prospects sit and un- 
derstand potential customers’ business. 
further bolster its efforts, DEC in- 
creased its direct sales force this verti- 
cal market 30%. 

With experienced marketers place, 
DEC pursuing not only the top players 
the industry but also the rank and file 


DEC’s strategy 
leverage the customer’s 
existing equipment 
providing systems that 
the gaps auto- 
mation and expand 
the functions all the 
systems. 


industry. doing this through all- 
channel strategy that includes selling di- 
rect large accounts and turning val- 
ue-added resellers handle the smaller 
accounts. 

DEC not third parties, 
however, carry the DEC message 
their own. Instead, Thomas has initiated 
joint selling with third-party vendors. 
stead just DEC the third party going 
says. 

The company’s biggest success date 
has been Citicorp, which automating 
its line management and service opera- 
tions with DEC system. 

many other financial industries, 
DEC has merely gotten its foot the 
door, usually through office automation. 
One such customer the Chicago Mer- 
cantile Exchange, the second largest fu- 
tures-trading exchange the world. 


SYST EMS computer systems three major ar- 


SUBSIDIARY DUCOMMUN INCORPORATED Its trading floor setup uses IBM sys- 


tem, although the organization convert- 
ing Tandem Computers, Inc. system 
Call: 800/645-6530 


this fall. For clearing trades, the organiza- 
New York: 718/767-0677, 516/621-6200, 518/449-5959, 212/226-2337 New 201/227-5552 

Massachusetts: 617/270-9890 Connecticut: 203/284-8109 Pennsylvania: 412/931-9351 Ohio: 216/464-6688, 513/531-0688 Finally, there the 

312/773-2300 Kentucky: 502/499-6656 Georgia: 404/447-5252 Florida: 813/874-6444 ice automation area, where the Ex- 

Alabama: 205/830-9526 Wisconsin: 414/785-5500 Colorado: 303/799-8525 Arizona: 602/431-0016 


change decided test the DEC concept, 
Utah: 801/544-0444 California: 818/718-0073, 714/220-6487, 619/268-4730, 408/947-3588 explains Patrick Hynes, director clear- 


ing division planning. 
The pilot project was designed re- 
place the profusion stand-alone 


VT and ReGIS are trademarks of Digital Equipment Corporation. Tektronix is a trademark of Tektronix Corporation. 
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machines IBM Displaywriters, Harris/ 
Lanier machines and IBM Personal Com- 
puters the offices the Exchange’s 
departments. electronic mail system 
would replace the messen- 
ger system already being used. 

the end, proposals came down 
DEC Wang Laboratories, Inc., and 
DEC won the basis connectivity is- 
sues and the Exchange’s confidence the 
company. Hardware for the pilot program 
consists two DEC Microvax IIs lo- 
cal-area Vaxcluster and workstations 
attached Ethernet local-area net- 
work. 

need lots horsepower, can 
add high-end VAX,” Hynes says. 

The pilot program concluded success- 
fully this summer, and Hynes says 
confident that everything works prom- 
ised, despite sitting precariously “the 
bleeding edge technology” with the 
peer-to-peer networking. 


Second wave PCs 
DEC’s communications capabilities are 
getting another test Provident Mutual 
Life Insurance Co. Philadelphia. pilot 
office automation project under way in- 
volving Provident Mutual’s human re- 
sources and financial-control depart- 
ments. wanted [to run the pilot in] 
departments with high communications 
needs,” says JoAnn Miller, assistant di- 
rector information services planning. 

Provident Mutual runs large IBM 
mainframe and approximately 120 stand- 
alone personal computers the home of- 
fice. About 70% the PCs are already 
equipped with emulator boards allow 
them interface with the mainframe. 
had come off the first wave PCs. 
had all the heavy-duty desktop power 
needed,” Miller says. 

The company was experiencing sec- 
ond wave PCs that were being used for 
casual work, such light word process- 
ing and light data base spreadsheet 
work, when came the conclusion that 
using minicomputer-based system, 
could provide workstations handle the 
light use and provide access the 
mainframe lower cost than installing 
increasing numbers full-blown PCs, 
Miller reports. The heavy users would 
have choice continue their own 
join the system. 

Miller looked IBM, Data General 
Corp. and DEC for proposals. IBM was 
eliminated because Provident Mutual did 
not consider the System/36 long-term 
option and did not want VM-based sys- 
tem like IBM’s Professional Office Sys- 
tem. 

Miller says she believed the CEO 
system was good DEC’s All-In-1, but 
she was more comfortable with DEC’s ex- 
perience networking and was con- 
cerned about DG’s long-term prospects. 

Provident Mutual decided the VAX 
8200, approximately DEC VT220 and 
VT240 terminals, IBM Systems Net- 
work Architecture gateway and three la- 
ser printers. IBM, however, not accept- 
ing defeat. are constantly working 
us, dangling the 9370 front and 
questioning our wisdom going with 
DEC,” Miller says. 


Target systems 
But can these office automation systems 
mission-critical? 

“The more complex services and the 
broader array products there are, the 
more information [is needed by] the per- 
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“THEY are constantly working us, dangling 
the 9370 front and questioning our wis- 
dom going with DEC.” 


ASSISTANT DIRECTOR INFORMATION SERVICES PLANNING 
PROVIDENT MUTUAL LIFE 


son representing them customer,” 
DEC’s Thomas says. 

The key, according this line think- 
ing, the delivery information the 
point the company’s contact with its 
customers. Anything that speeds en- 
hances that delivery contributes the or- 
ganization’s mission. 


for you. 


Equipment 


COMPUTERWORLD 


JOANN MILLER 


According Thomas, sales these 
kinds mission-critical systems the fi- 
nancial services industry will grow 
20% more year during the next few 
years, while sales corporate computing 
systems the same industry will grow 
only 6%. 

“And those figures are probably con- 
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servative,” Smith says. 

Stephen Barry, financial industry spe- 
cialist Price Waterhouse Baltimore, 
agrees that the ratio approximately 
to-1 right target. rate 
growth will substantially higher than 
for host processors,” notes. 

Among the developments DEC has 
targeted for the financial services indus- 
try are variation compact disk/read- 
only memory with the ability write, 
read and modify; image-transfer technol- 
ogy; and expert systems applied through- 
out the industry, from customer sales 
the capital markets for applications such 
hedging strategies. 


Radding is a Boston-based author specializing in 
business and technology. 
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EXCELLING THE ACADEMIC WORLD 


ROBERT MOSKOWITZ 


The educational market probably 
DEC’s strongest. Universities and other 
research-oriented institutions use DEC 
processors and networking systems ex- 
tensively for data gathering, statistical 
analysis, computer science department 
projects and student support systems, 
well for elements backbone net- 
work reaching from local campuses all the 
way the nation’s publicly funded super- 


computer centers. 

“Based their track record their 
ability deliver facilities meet univer- 
sity demands DEC very good rep- 
utation this market,” says Shawn Her- 
nandez, assistant vice-president for 
computer services California State 
University Hayward. 

One reason for the widespread accep- 
tance may that DEC computers were 
among the first sold aggressively into this 
market, according Sheila Osmundsen, 
based newsletter. 

Osmundsen points out that more than 


decade ago, the DEC VAX was already 
considered advanced 32-bit system 
and that during the mid-1970s, the Uni- 
versity California Berkeley’s Unix 
4.2 operating system was invented al- 
most exclusively for the VAX re- 
searchers the school. 

Unix 4.2 gave the VAX virtual memo- 
and demand-paging two memory- 
management techniques that were re- 
quired for the large research processing 
jobs the day well the Transmis- 
sion Control Protocol/Internet Protocol 
(TCP/IP) networking protocol suite, 
which used for communications be- 
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tween dissimilar processors. 

DEC leveraged its early popularity 
among users this market making in- 
vestment grants that placed DEC hard- 
ware dozens prominent and well-re- 
spected universities and 
institutions. 

Through the years, researchers were 
often unwilling unable work with the 
batch-oriented systems used uni- 
versity administrators, they were ea- 
ger obtain the more flexible and easier- 
to-network. DEC systems for their proj- 
ects. 


Five-to-one edge 

Bob Trocchi, DEC’s group manager for 
educational and state and local: govern- 
ment marketing Marlboro, Mass., cites 
annual directory major computing 
facilities every level campus that 
published Charles Wallach the Uni- 
versity Texas. Trocchi says the publi- 
cation shows that 68% the systems 
now installed are from DEC, which repre- 
sents nearly 5-1 edge over IBM, DEC’s 
biggest rival this market. 


“WE tried IBMs, but 
found people 
use 


ALEX RAMIREZ 

USER SERVICES MANAGER 
UNIVERSITY CALIFORNIA 
RIVERSIDE 


“Since 1978-1979,” Trocchi says, 
Wallach’s studies showed were 
clearly behind IBM, have moved clear- 
ahead, and the trend continues our fa- 
vor.” About seven new Decnet nodes 
on-line every day the year U.S. cam- 
puses, 

This penetration has been significant 
for the company, according Sandy 
Gant, director the Small Systems Ser- 
vice market research firm Infocorp 
Cupertino, Calif. She says DEC’s focus ap- 
pears feeding technology into the 
universities order get sales other 
markets later. 

“The use DEC computers these 
settings has been instrumental helping 
the company make sales students after 


they graduate and find jobs 


Gant says. 

One snag for universities can DEC’s 
fairly inflexible pricing. According Her- 
nandez, lot potential use 
the DEC systems educational organiza- 
tions. But the bid process this state 
very specific.” 

says that his state university sys- 
tem many others the contract 
goes the lowest bidder that meets the 
requirements ifs, ands buts. 

many cases, even the systems de- 
partment prefers DEC equipment, other 
vendors can underbid the company. “We 
did procurement about years ago, 
but DEC was not the low bidder,” Her- 
nandez says. 


Two dozen DEC hosts 
the Information Center the Univer- 
sity California Riverside, use DEC 
machines began the late 1970s, ac- 
cording Werner Schmidt, manager 
systems. 

Today, there are more than two dozen 
DEC hosts, including Vaxcluster 8700, 
VAX-11/785, two VAX-11/780s, four 
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VAX-11/750s, Microvax IIs and 
three new Vaxstation 2000s, which will 
used local cluster administer the 
network. The DEC equipment used for 
academic purposes, such faculty and 
student research, well for class-re- 
lated accounts. 

The DEC systems communicate over 
Ethernet using Decnet and TCP/IP proto- 
cols. TCP/IP necessary because four 
the processors use the Unix operating 
system. 

love the DEC hardware because 
the connectivity, the networking solu- 
tions and the ability run the same DEC 
VMS applications every processor 
from the small ones high end,” Schmidt 
says. can easily share data over 
the network, and even one machine 
goes down, they can just walk another 
and still access their data. 

“The networking clusters are also 
very good for me, the network manager,” 
continues. permit one copy 
the operating system used many 
computers, greatly simplifying updates 
and maintenance.” 


Scientists taxing resources 
According Alex Ramirez, user services 
manager the Riverside campus, the 
computers are most heavily used social 
scientists for statistical analysis re- 
search data and for graphics routines. The 
school also maintains historical data 
bases, including various political and per- 
sonnel data bases. 

Until recently, Riverside’s biochemis- 
try researchers made heavy demands 
the resources for their molecu- 
lar modeling routines. single computer 
run could absorb days comput- 
time optimize the design just one 
molecule. Today, most the research 
this nature sent supercomputer 
San Diego over 56K bit/sec. 

member the consortium that sup- 
ports the supercomputer center, River- 
side could not afford build standard 
remote users access center, which re- 
quires dedicated VAX and other hard- 
ware. 

Instead, Ramirez says the campus de- 
cided install the relatively low-cost ca- 
bling and software necessary become 
node existing Decnet network 
solution made possible the VAX’s sup- 
port for Cray Research, Inc. supercom- 
puters. 

Operating small campus with just 
5,000 6,000 students, administrators 
Riverside say they like DEC processors 
because the machines provide the faculty 
with computer power. 

“We tried IBMs, but found people 
wouldn’t use them,” Ramirez says. 
“There also lot more software for the 
VAX, including SAS Institute, Inc.’s SAS 
5.16,” the latest version this popular 
package, not yet available for 


Distributed system plans 

showcase installation the new admin- 
istrative computing system the Univer- 
sity Houston, which already runs 
mainframes, more than 2,400 personal 
computers and several DEC networks 
that are used for research and experimen- 
tation. 

The new distributed information sys- 
tem, which planned for completion 
1990, intended provide interactive 
computers university adminstrators lo- 
cated all four campuses the 40,000- 
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says James Johnson, vice-president for 
THE networking clusters are also very good for “On 


clear choice for our 
me, the network manager. They permit one copy comfort and 


ity with Digital.” 
the operating system used many com puters, 
greatly simplifying updates and work will offer considerable remote-ac- 
WERNERSCHMIDT among them allowing 


MANAGER SYSTEMS, UNIVERSITY CALIFORNIAATRIVERSIDE review student records 
from their offices and students register 


for classes using any Touch-Tone tele- 

phone. addition, will allow authorized 

student institution. development, while DEC contributing administrators review virtually any 
One day, the information system will for additional hardware. university budget office account infor- 


support more than 600 on-line users for “We decided that our new system mation, which will current the lat- 
both decentralized decision making have advanced data base est 

centralized coordination. The university ment capabilities, fourth-generation 

plans spend $13.5 millionforthe guage, distributed processing and infor- business consultant based Wood- 
system hardware, software, training and mation and great hardware flexibility,” Hills, Calif. 
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4GLsis 
finished 
they’re around the full implementation 


ANSI Standard SQL. And fea- 


tures Custom Screen Generation, 

ore YOu. are. Custom Menu Building, built-in 
Report Writer and Windows. 

And where does that leave you? more, INFORMIX-4GL works 


With the final, tricky ten percentof and Networked 
your application yet DOS operating systems. And, course, 


left write with. Sound familiar? it’s compatible with INFORMIX-SQL—our 
Ifso, try popular proven DBMS. files you build 
Never again will you have switch with one, you can access with the other. 
COBOL truly customize your For more information and our free 


application. Instead, INFORMIX-4GL booklet,“A 20-Minute Guide INFORMIX- 
provides all encompassing 415/322-4100. 
every aspect your application building. write Informix Software, 4100 

once programming Bohannon Drive, Menlo Park, 94025. 
INFORMIX-4GL, you never have leave And start taking your applications 
it. And considering all greater heights. 
never want to. 

Now for instance, you can write just 
ten twenty pages 4GL code, applica- FOR 


1987, Informix Software, Inc. The RDBMS for people who know 
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February 1987. day deep, personal triumph for man. And entire 
country. Because was the day the America’s Cup came home. 

The crew for that last, heart-wrenching race were eleven sailors who must 
consider deserving the same superlative. Digital MicroVAX II™ 

those sailors provided was helmsmanship, seamanship and guts. 

What the computer provided was way to.collect and analyze information. 
Just does business environment. But, this case, weather, boat 
and crew performance, even maneuvers. 


computer 

that kept adream 
from 
down 


Skipper Dennis Conner, Stars Stripes 


Says Conner, “It was this information that led make often small, but 
adjustments And find that extra 1/10th knot 

Granted, winning boat races the customary application for computer 
usually associated the office. Still, with the help Digital service, all was, 
shall say, smooth sailing. 

know how very carefully Dennis Conner selected the hands 
Stars Stripes. are proud that Digital 
computer was part 

And his victory. 
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CRACKERS AND CHABLIS LOOK GOOD 


MICHAEL BALL 


The subtlety DEC’s announced assault 
the food and beverage industry may 
wasted its target customers. Only the 
vendor seems know that this market 
has been strategic for nearly two years. 
the other hand, their accounts 
and DEC’s, food and drink processing 
companies are doing just what the strate- 
calls for: They are increasing equip- 
ment purchases established depart- 


ments and expanding VAX systems into 
other departments and even into corpo- 
rate data processing. 

“The food industry heating 
technical field,” says John Gmitro, direc- 
tor engineering for research and devel- 
opment Kraft, Inc. Glenview, 
competed via marketing for 
long time, and now more and more, we’re 
doing technology.” 


Hopes and dreams 

Armed with some history, some hunches 
and initial study, DEC saw this area 
important growth market, according 


Color 


designed for you. 


Packaged all one space saving 15" low profile enclo- 
sure, the COLORSCAN/2 features both built-in plug-compatible 
text/graphics terminal and high-performance “next 
generation” PC/MS-DOS® personal system. 

Starting around the COLORSCAN/2 offers many 
technological advancements that work your advantage many 


innovative ways. For example: 


High-performance VT240 and EGA compatible graphics 
Quiet, diskless networking operation 

“Smart card” and disk accessories 

Surface mount technology and custom VLSI 


Auxiliary battery-backed RAM 


Choice Personal System/2™ VT200-style keyboard 


*Based on manufacturer's suggested retail price. Dealer price may vary. Price excludes taxes, license, freight or options. COLORSCAN is a registered trademark 
Microsoft Corporation. Personal 


Digital Equipment Corporation. MS-DOS is a registered trademark of 


raphics Workstatio 


the success your business depends making faster, better 
informed decisions, then the COLORSCAN/2 workstation 
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on-line information from VAX™ system other time sharing 
systems while running PC/MS-DOS 
such Lotus® simply pressing “hot you can 
switch back and forth from MS-DOS the VT240 terminal 
sessions. And and paste” feature lets you extract and 


Larry Greene, DEC’s marketing direc- 
tor for food and beverage process indus- 
tries. Not only was the market huge, but 
“we like the industry,” Greene says. “It 
less cyclical than most, and doesn’t 
move offshore.” 

Although DEC equipment has been in- 
stalled many large food processing op- 
erations for decade even longer, its 
presence has often been limited the lab- 
oratories. Greene admits that being loved 
engineering manufacturing does not 
often translate into corporate depart- 
mental acceptance. 

Greene quite optimistic about the 


land: 


manipulate information between the two. 


of Datamedia 
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market for variety reasons. First, 
DEC can influence new customers 
pointing solid history with food and 
beverage competitors. addition, the in- 
dustry automating its fast rate, 
with many companies looking toward 
networking and distributed processing. 
“Our strengths match those the indus- 
try,” Greene says. the same time, 
many food companies are decentralizing, 
which fits well into our 


Beyond R&D 

None DEC’s customers, not even those 
following the expansion plan, seem aware 
they have been targeted. “It’s news 
me,” says Ken Jendryka, director appli- 
cations Kellogg Co. Battle Creek, 
Mich. 

more than year ago, his devel- 
opment group expanded from limited 
number DEC PDPs VAX environ- 
ment. uses VAX 8600s and 8650s. 
have VAXs all five cereal plants 
and the corporate Jendryka says. 
The production side uses VAX 8700s. 

Kellogg relatively decentralized and 
recently implemented nationwide net- 
work link its VAXs. Plants not only ex- 
change data but also can access massive 
corporate maintenance and accounting 


MANY food and bever- 
age pioneer 
result, many depart- 
ments still have their 
own favorite vendors, 
even this age com- 
panywide computing. 


programs too large reside their sys- 
tems 


Similarly, Andres Wines Ltd. Wi- 
nona, Ontario, manager Hugh Barclay 
says his company has been DEC user for 
about seven years and, without knowing 
it, has been following the new marketing 
strategy. Andres Wines recently upgrad- 
adding VAX 8200 its original 
Decsystem 2020. 

Also typical the target companies 
this industry, the wine producer writes 
much its own software and chose DEC 
over IBM and Tandem Computers, Inc. 
for the much-advertised reasons. 
stay with the network,” Barclay says. 
adds that key selling points were modular 
expansion and easy portability within 
DEC’s VMS environment. 

Another, smaller company that exem- 
plifies what DEC would like see its big- 
ger customers Bridge Brand Food 
Services Calgary, Alberta. There, pro- 
grammer Frank says, converted 
VAXs froma PDP about year ago, and 
everything now VAX all in- 
voices, all 

with many the large companies, 
Bridge Brand has been longtime DEC 
customer for about years. also 
grew from single PDP-family computer 
and now uses Vaxcluster. 


Playing favorites 

Unlike many process industries and other 
manufacturing concerns, many food and 
beverage companies pioneer their 
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methods. While they may use the same 
production and computing hardware, the 
software often their own blend 
canned and custom. result, many de- 
partments still have their own favorite 
vendors, even this age companywide 
computing. 

Kraft, for example, DEC target be- 
cause its mixed environment. Although 
the labs have been DEC shops for about 
years, are widely known 
IBM corporate Gmitro says. 
quips that when DEC vice-president 
hates sales representative, assigns 
him the Kraft account. 

Gmitro’s domain, however, clus- 


ter three VAXs serves 250 people with 


‘ 


DEC VT240-class terminals and dozen 
personal computers over the facility” 
via Ethernet, says. These are used for 
new product testing but not for produc- 
tion plants. About one-third data acqui- 
sition automatic from the testing instru- 
mentation. 

About three years ago, the labs began 
integrating their various functions and 
added third VAX the cluster for the 
task. Different types users see menus 
peculiar their business, allowing them 
instant access the pertinent parts the 
data base. 

Likewise, 50% our software 
internally developed,” Gmitro says, 
“and our users don’t know when they are 
using 


No. fans 

Whether Kraft company, its indi- 
vidual departments, switches VAXs re- 
mains seen. Meanwhile, Gmitro’s 
labs are devoted microcosm the DEC 
user community. They have used DEC 
hardware the very 
says, largely because was considered 
the only equipment that would meet lab 
demands. 

Specifically, the labs use many instru- 
ments from such vendors Hewlett- 
Packard Co. and IBM. come with 
their own CPUs and embedded hardware 
and software,” Gmitro says. “It ex- 
tremely difficult interface with them 
with DEC.” 

Kraft’s R&D labs recently ex- 
panded activities corporate applica- 
tions considerably,” Gmitro says. 
gone from the technical function into 
full-blown project management system.” 
Using DEC’s All-in-1 office automation 
software base, they kept the scientific 
programs and wrote data base and proj- 
ect management set over it. 


Getting the door 

Gmitro and the other customers all note 
that DEC initially faced strong competi- 
tion during their purchase-decision pro- 
cesses. They also say DEC will 
against similar hard sells even areas 
which the vendor well established the 
labs. 

For example, Kellogg, always 
consider other vendors,” Jendryka says. 
However, adds, DEC’s strengths 
certain applications quickly become ap- 
parent during vendor selection. the 
plant environment our industry, DEC 
natural.” 

Kraft had similar experience, but 
Gmitro admits that his people were ex- 
tremely demanding front. pur- 
chases have approved the corpo- 
rate department, and DEC had doa 
lot selling,” says. 

one side, the company was using 


SEPTEMBER 1987 


“THE FOOD industry heating technical 
field. We’ve competed via marketing for long 
time, and now, more and more, we’re 
doing 


JOHN GMITRO 
DIRECTOR ENGINEERING FOR R&D 
KRAFT, INC 


Data General Corp. Comprehensive Elec- 
tronic Office automation system. And 
another, was strong internal 
pressure throw out all DEC equipment 
and with IBM,” Gmitro says. “DEC 
had show what they could do.” 


While Kraft now depends full- 
time employees for technical aid DEC 
systems, got lot help from DEC dur- 
ing the evaluation and selling period. Be- 
sides the predictable demonstrations 
all concerned, DEC provided leased line 


and terminal, allowing engineers use 
wide variety applicable hardware. 

result the nature the prod- 
ucts and the response, Kraft’s R&D labs 
have gone from few PDP-8s and PDP- 
11s wide variety VAXs and termi- 
nals. 

came them with what want- 
do, and they responded very quick- 
ly,” Gmitro says. “Since then, they’ve 
really given support whenever we’ve 
asked for it.” 

After brief reflection, adds that. 
being such huge company and 
IBM company that probably has 
something with the excellent re- 
sponse. 


Ball is a free-lance writer based in Boston. 


ainingPac 


On-Line Training 
for the 
IBM 9370 


The 9370 SolutionPac great opportunity standardize 
your office functions. But make the most it, need 
train hundreds, maybe thousands, users. 


Difficult? Not with Crwth. Crwth’s TrainingPac 
comprehensive curriculum interactive on-line courseware 
that lets you provide standardized training for: 


DISPLAYWRITE/370 
PROFS 

SQL 


Find out why Fortune Magazine’s top companies 
have already turned Crwth solve their training 
problems. Contact Crwth today arrange free trial. 


800-282-2372 
(In California, 800-826-6782 
InCanada, 800-445-5940) 


10880 Wilshire Blvd. #1804, Los Angeles, 90024 


SolutionPac registered trademark IBM Corporation. 
TrainingPac trademark Crwth Computer Coursewares. 
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DEC established foothold the newspa- 
per marketplace years ago with the 
Typeset paper-tape system, which 
drove hot-metal linotype machine. 

the past five years, the compa- 
has been making significant inroads 
into the commercial printing market, of- 
fering editorial production systems 
book and magazine publishers, many 
which had already been longtime users 


product providing PC-to-VAX DECnet connectivity. 


features: 
high-speed virtual disk 


file transfer/access and virtual terminal 
full DECnet task-to-task programming interface 
less than 50K resident memory 


DEC business systems for their office ap- 
plications. 

Last year, DEC became triple threat 
the media marketplace adding sys- 
tems for radio and television broadcasting 
stations its communications industry 
armada. 

keeping with its objective supply- 
ing complete systems, DEC supplies the 
media marketplace with not only hard- 
ware but software also, some which 
develops internally and some which 
selects from third-party suppliers. 

the newspaper area, however, DEC 
often third-party hardware supplier it- 


*EtherL 
trademark of Excelan inc. 3Com is a registered trademark and EtherL.ink Pius is a trademark of 3Com Corpor: 
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for intelligent Ethernet controllers from 
Excelan, Ungermann-Bass, and 3Com* 


For more information call Technology 
Concepts 


Technology Concepts 


Bell Company 
Tall Pine Drive, Sudbury, 01776 617-443-7311 


herLink Plus available in 4th quarter. Community is a trademark of Technology Concepts inc. DECnet and ood are trademarks of Digital Equipment Corporation. Excelan is a 
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self, since many its customers this 
market come the company through the 
back door via Atex, Inc., software 
vendor specializing newspaper applica- 
tions. Atex offers turnkey systems, many 
which include DEC hardware, some- 
times modified Atex suit particular 
application. 


DEC steps The Globe 

For example, The Boston Globe, daily 
newspaper that boasts one the largest 
DEC Vaxclusters Boston, uses DEC 
computers almost exclusively for all its 
business applications. But until now, DEC 


itself has not played role the produc- 
tion the newspaper. Instead, that func- 
tion has been automated variety 
Atex subsystems, running hardware 
from several other suppliers. 

This fall, DEC will become involved 
automated production processes. The 
Globe has signed agreement with Atex 
serve the test site for VAX-based 
publication and production network. The 
VAX will serve the central data base 
engine that will connect the various Atex 
systems, resulting network linking 
approximately terminals with 
more than 300 VAX terminals. 

The Globe has said anticipates com- 
pleting its tests and entering full VAX 
production mode spring 1988. 


Value-added problems 

Current publishing customers who use 
DEC equipment for production applica- 
tions report variety experiences 
when comes DEC’s service record. 

The Bergen Record, northern New 
Jersey’s largest evening paper, has been 
using variety DEC hardware for eight 
years: PDP-11/70s and PDP-11/84s 
run its Crossfield classified advertisement 
software and PDP-11/34s the 
tion for its Atex editorial applications. 
addition, the newspaper installed Vax- 
cluster four years ago handle its busi- 
ness functions and then upgraded signif- 
icantly last year. 

“Any problems we’ve had with these 
systems have been minor,” says Mel Kes- 
tenbaum, the newspaper’s MIS director. 
the value-added features rather than the 
original DEC 

The only time Kestenbaum deals di- 
rectly with DEC when his VAXs need 
service. 

“Their response time wasn’t very sat- 
isfactory says. think the 
trouble was that when DEC started out, 
most their customers were engineering 
companies doing development work. 
problem wasn’t fixed today, tomorrow 
was OK.” 

Kestenbaum notes that recently DEC 
has branched out customers other in- 
dustries which deadlines are more cru- 
cial such payrolls invoices that 
must get out that day. 

“DEC has been trying emulate Big 
Blue, and they’re beginning realize that 
they can’t enter the major leagues using 
minor league procedures. They have 
learn prioritize their service requests 
and respond says. 


Top-notch service 

contrast, Walter Antonell, vice-presi- 
dent operations for Bantam Doubleday 
Dell Publications Group, Inc., reports 
healthy service record. 12-year DEC 
customer, Bantam recently upgraded 
VAX 8850s three Chicago, three 
New York linked line. The sys- 
tem handles all financial functions, includ- 
ing accounts payable and general ledger, 
but its major duty on-line order process- 
ing volumes 200,000-plus orders per 
month. 

“The best feature the service get 
from DEC,” Antonell says. “If have 
real problem, can directly Ken Ol- 

Does everyone have direct access 
the man the top? “I’m not An- 
tonell says. know him quite well be- 
cause had prior business relationship 
when used vice-president for Citi- 
bank NA.” Antonell says other reasons 
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Olsen accessible him are that DEC 
very interested the publishing indus- 
try and Bantam leader that industry 
anda long-time DEC customer. 


‘Very appropriate’ 

Many media customers report that DEC’s 
systems are particularly well-suited 
their applications. 

Thanos Triantathyllou, Standard 
Poor Corp.’s vice-president systems 
planning and technology, pleased with 
his company’s recent VAX installation, 
which replaced some PDP-11/70s that 
dated back the mid-1970s. 

very appropriate for editorial- 
type applications such ours, involving 
small medium-size data files where us- 
ers keyboard information and then redis- 
tribute real time,” Triantathyllou 
says. 

Standard Poor’s new system, com- 
posed two VAX 8200s and 8530, 
used produce the camera-ready copy 
for the firm’s List,” daily market 
information publication. The software for 
this application was developed out- 
side consulting firm, reports. “The 
VAX also has the necessary upgrade po- 
tential,” adds. 

United Press International, Inc. 
brand-new DEC customer. According 
Associate Editor Jeff Field, UPI recent- 
signed five-year, $4.75 million con- 
tract under which DEC will replace UPI’s 
four current systems: 600-user Sperry 
Univac 9080 news system with central 
data base that transmits million words 
news daily worldwide; system that 
provides daily stock listings newspa- 
pers; Hewlett-Packard Co. 3000 
that handles UPI’s data processing appli- 
cations; and Altos Computer Systems 
system used for customer orders and in- 
ternal record keeping. 

UPI issued request for proposal 
about year ago, which several major 
vendors responded, What gave DEC the 
edge? preparation,” Field an- 
swers. 

DEC showed real understanding 
our requirements. big plus their soft- 
ware logics the ability combine the 
big, the small and the in-between and 
have all work the same operating 
system,” Field adds. The hardware foun- 
dation the system VAX/VMS clus- 
ter configuration. 


DEC 
DEC also well represented the broad- 
casting segment the media market- 
place. One its major users that area 
British Columbia Television (BCTV) 
Vancouver. 

his search for the right broadcast 
news system, News Director Cameron 
Bell went several trade shows and con- 
sulted with several vendors that 
very polite but weren’t big hurry 
explore the reports. 
Eventually, Bell’s search led him Jim 
Leedham, chief software DEC’s Van- 
couver office. 

“Finally, here was someone who un- 
derstood our problem,” Bell says. Leed- 
ham steered BCTV Syscom, Inc. 
software developers Boulder, Colo., 
that had written DEC-based program 
for UPI, which Leedham felt could 
adapted BCTV’s needs. 

“This was January 1986,” Bell 
told them, ‘Great! Can you deliver 
May can use the World 
Expo?’ ” 

They laughed, says, but somehow 
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THINK the trouble was that when DEC started 
out, most customers were engineering 
doing development work. problem 
wasn’t fixed today, tomorrow was OK.” 


MEL KESTENBAUM 
MIS DIRECTOR, THE BERGEN RECORD 


they met his deadline. wasn’t com- 
pleted system, but was enough get 
started. And DEC helped get and 
running Bell says. have great 
respect for anyone who can move func- 
tioning newsroom with staff into 
fishbowl. They were extremely 


One the most critical dimensions 
television programming, Bell says, 
plan how many seconds will devoted 
what items and the order which they 

ill run. 

magazine items are laid out ac- 

cording space, our elements must con- 


COULDNT 


Did It. They said you 
access all those databases from one 
terminal program and now 
they were right. Now there is, 
ACCESS/STAR, the only completely 
integrated software for distributed 
data extract and delivery. 


Deliver It. turned simple 
connectivity into true data sharing. 
Imbed ACCESS/STAR into your 
program and all databases look 

like local SQL. You can demand data 
from any database and 
ACCESS/STAR will deliver. Using 
our terminal interface, users 
can instantly access any database. 
And all transparent the user. 
knowledge database languages, 
links file servers necessary. 


Did Right. ACCESS/STAR’s 
open architecture based ANSI 
SQL and industry standard protocols. 
This software solution provides 
powerful standard extraction well 


ACCESS/STAR: 


Extracts data the field level 
Supports multiple DBMS systems 


Transfers data across existing 
communication links 


Accepts ANSI SQL queries 


Stores and forwards across 
heterogeneous networks 


Leverages other connectivity 
products 


Planning Calendar 


NAME 


form strict time limits,” says. 
program Syscom developing for will 
keep track all these elements give 
automatic line-up rundown.” 

addition, the system will serve 
data base for each story, providing the 
source the information, who the report- 
and whether will require any 
artwork. 


Bell anticipates that over the next 
years, BCTV will dream some pro- 
found applications. 

Will the television station’s VAX sys- 
tem able handle those well? 
yes,” says. don’t even have 
breathing hard yet.” 


Mula is a free-lance writer based in Waltham, 
Mass. 


DONE 


Support It. Complete detailed 
documentation provided and 
outstanding technical assistance 
there when you need it. 


You Want It. They said 
done affordably, but did it. 
gain instant access 
ACCESS/STAR and your 1988 
Connectivity Planning Calendar, call 
fill the information below. 


20111 Stevens Creek Blvd. 
Cupertino, 95014 
(408) 255-2920 

(800) 982-9911 

FAX (408) 253-7873 


TITLE 


easy-to-use tools for building company MAILSTOP 

custom extractors. 

Equipment Corp. | 

HP is a trademark of Hewlett-Packard. CITY, STATE zip 

SQL/DS, are trademarks international 

Business Machines. 

Encompass is a trademark of Tandem Computers. | DBMS's 
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DB/ACCESS 20111 Stevens Creek Bivd. Cupertino CA 95014 (800) 982-9911 
need help fast, have representative call 
Please send information ACCESS/STAR and 1988 Connectivity 
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Reach into any IBM database 
without leaving your VAX. 


Now your VAX™ System can 
directly access any database IBM 
mainframe. 

user VAX terminal can query 
file ask for report. Without ever 
leaving the VAX environment. 

The secret FOCUS, database 
manager and complete fourth-genera- 
tion language. Plus FOCNET, our dis- 
tributed data access product. FOCUS 
the VAX System works automatically 
with FOCUS the IBM mainframe 
get the job done—via FOCNET. 

the VAX, FOCUS prompts the 
user for the data selection criteria and 
the desired report format. Then the 
IBM mainframe, FOCUS accesses the 
data, prepares the report, and sends 
back the VAX System. 

One report can draw any number 
dissimilar databases (see table). 


FOCUS performs all the necessary 
relational joins and presents fully for- 
matted table. 

FOCUS product Information 
Builders, Inc., cooperative market- 


Databases 
FOCUS can access any these 
mainframe: 
DB2 ADABAS ISAM 
IMS MODEL 204 TOTAL 
VSAM QSAM Teradata 


Lee 
IDMS DATACOM/DB FOCUS 


ing partner Digital Equipment 
Corporation. 

For more information about FOCUS 
and FOCNET, call 1-212-736-4433, 
Ext. 3700. write Information 
Builders, Inc., Dept. 1250 Broadway, 
New York, 10001. 


™Cooperative 
Marketing 
Program 


Digital logo and VAX are trademarks Digital Equipment Corp. 
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BRING DEC 


DOWN: 


Trouble may come on-line transaction processing, 
Unix and data management 


MICHAEL MILLIKIN 


tion toe toe with IBM and 

begin win control the corpo- 

rate network and data bases. 
IBM’s hegemony, established with main- 
frames, means unassailable, espe- 
cially market beginning place much 
greater value distributed, networked, 
peer-to-peer architectures. 

But DEC has gaps and weaknesses its 
product line well its operating as- 
sumptions. Currently, DEC’s strengths 
are control. The company winning 
great deal. 

Some areas, however, left unad- 
dressed, could trouble DEC years 
come. 

Strategic assumptions. DEC cur- 
rently operates under the following four 
strategic business assumptions: 

DEC and IBM are capable full- 
line design, manufacture and supply 
complete information processing systems. 
DEC has superiority networking, dis- 
tributed computing, ease development 
and ease use. 

multivendor environment now fact 
business life. 

DEC should the No. No. ven- 
dor, most cases, buyers’ shortlists. 


Millikin senior editor for Patricia Seybold’s Office Comput- 
ing Group in Boston. 


There shouldn’t much doubt about 


the validity the last two assumptions. 
Some would dispute the first contention: 
that only DEC and IBM can offer com- 
plete solution. Leaving aside the bickering 
that trying define “‘complete 
can catalyze, one might question the wis- 
dom any company seeking manufac- 
ture complete product line itself. 


But the second contention, about 
Continued page 
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Luckily, precious few. 
Thanks ITT 

ITT Worldbridge inte- 
grated electronic messaging 
service that can connect your 
DEC VAX/VMS users incom- 
patible systems worldwide. 

Whether these systems are 
IBM DISOSS, Wang 
other VAXes. 
Whether they 
are corporate 
information 
systems, office 
automation systems, private 
message networks, public and 
private electronic mail 
(including ALL-IN-1*), the 
public telex network. 

Best all, ITT 
OfficeAccess™ service can 
this using the VAX system 
you already have place. 


are 

systems 
connect DEC/ 


requires additional program- 
ming. special equipment. 

And because many mes- 
sages are switch- 
directly from 
one system 
another, without 
passing through 
the telex network, they can 
sent and delivered much 
higher speeds and without any 
rekeying. 

Equally important, signif- 
icantly lower costs. 

short, Worldbridge can 
increase your com- 
munications capabilities almost 
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beyond measure. 

But that should come 
surprise. Because from baud 
telex, 2.048 megabit satellite 
transmission, digital packet 


write: Director, 
ITT Worldbridge Marketing, 
100 Plaza Drive, Secaucus, 
07096. 


switching, ITT Worldcom offers may not able con- 
spectrum communications nect you every communica- 
services meet the needs tions system the world. 
any company. Just every one worth 
find out more about the connection. 

ITT Worldbridge, arrange Trademarks: DEC VAX/VMS, Equipment 

COMMUNICATIONS 

SERVICES VIA 


© 1987 ITT World Communications Inc. 
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the nature DEC’s superiority, 
that leads questions its pos- 
sible weaknesses. 

That DEC very strong 
networked systems clear. 
That such superiority suffi- 
cient guarantee the company 
leading spot the industry 
not. DEC can claim solid archi- 
tectural foundation which 
building hard and fast. matter 
how good the foundation, how- 
ever, the superstructure has 
hold together. 

The corporate network. 
When comes networking, 
DEC has declared itself ready 
eat not only IBM’s lunch but its 
dinner well. When possible, 
DEC plans compete with IBM 
for ownership the corporate 
network. 

DEC’s main advantage comes 
from having established peer- 
to-peer network architecture, 
while IBM still releasing prod- 
ucts that will provide compara- 
ble capabilities. DEC’s potential 
weakness comes from underesti- 
mating IBM. 

Upcoming IBM products are 
extremely slick. The company 
committed providing distrib- 
uted, peer-to-peer Systems Net- 
work Architecture that easy 
install, maintain and use. Unless 
buyer immediately needs Dec- 
net, the taste given IBM 
things come should defer mas- 
sive defection from one vendor 
the other. 

Transaction processing. 
“own” corporation, DEC 
must able offer high-per- 
formance, highly reliable on-line 
transaction processing (OLTP). 
DEC executives contend that 
their firm’s VMS very tweak- 
able that setting the dials 
correctly, customer can run 
excellent OLTP system. 

Accordingly, DEC plans 
stress its OLTP capabilities 
products come. Until now, 
DEC has been making its great- 
est headway where IBM has 
been weakest. But pushing 
OLTP capabilities, DEC mov- 
ing out its area strength into 
area which IBM very 
strong. 

DEC must prove itself with 
OLTP, application area 
which not evident that, 
the company slogan says, 
tal 

Data management. the 
major office-system vendors, 
DEC perhaps the weakest 
offering its own data manage- 
ment systems. 

Wang Laboratories, Inc. of- 
fers solid foundation for its in- 
tegrated systems through its 
Professional Application Cre- 
ation Environment (PACE). 
Hewlett-Packard Co. ships its 
Image with every 3000. IBM 
incorporating its DB2 into Sys- 
tems Application Architecture 
(SAA). 

Yet according some esti- 
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mates, only about one quarter 
the installed VAXs use DEC’s re- 
lational data base, RDB, al- 
though this percentage definite- 

DEC recognizes that must 
leap ahead with data manage- 
ment. Accordingly, devoting 
great deal research and de- 
velopment effort building 
RDB. 

IBM, vendors such Cul- 


‘and BSD 4.2. Coming soon on Hewlett-Packard 


SPSS inc. 


3000, Burroughs Large Systems: and Wang VS systems. SPSS, SPSS-X. 


linet Software, Inc. know, plays 
hard when comes data 
bases. DB2, which started out 
bit threadbare places, quickly 
became very robust offering 
one that plays key role SAA. 
Also, the fabled 3X, follow-on 
the System/34, and line 
that would combine the 64-bit 
CPU and data base prowess 
the System/38 with the ease 
use and installation the Sys- 


BEFORE YOU SETTLE 
FOR Have you found your application 

Think you havent 
found Does your staff spend time doing what 
users might for themselves? Provide them with the 
tools and support from SPSS. 

For end users, SPSS has years experience pro- 
viding fourth generation solutions. Data management, 
statistics, tables and report writing. And interactive 
graphics and maps with SPSS Graphics” Nearly 
three quarters million users agree. Speak plain 
programming language. Rely superb 
documentation, training and technical hot line. 


tem/36, apparently further 
along than some think. 

IBM will very strong 
distributed data base environ- 
ment. DEC may have the cur- 
rent edge with peer-to-peer 
networking, but IBM leads 
data base experience. 

End-user programming. 
DEC works hard provide 
good environment for corporate 
programmers and, clearly, 


seeking steal them away from 
IBM. But the other hand, 
DEC spends little time produc- 
ing tools support end users 
creating their own applications. 
Should DEC decide not ad- 
dress this critical issue 
meaningful way (macros 
spreadsheet don’t count), 
could end Wang did few 
years ago scratching its head 
Continued page 


For professionals, satisfied users increase staff 


productivity. And SPSS-X the system own tool 
track resource utilization and spot performance problems. 
runs faster and conserves machine resources, 


erformance won't suffer SPSS-X goes work. 
all users, SPSS-X part integrated family 


products available over different computing environ- 
ments, from mainframe micro. Satisfy your micro users 
with the market leader, including complete 
SPSS-X mainframe communications. 


think twice before you settle for less than SPSS-X. 


Contact our Marketing Department today. 


CALL 1/312/329-3301 


SPSS Inc. * 444 North Michigan Avenue, Suite 3000 + Chicago, Illinois 60611 
in Europe: SPSS Europe BY. PO. Box 115 4200 AC Gorinchem, The Netherlands Telephone: + 31183036711 TWX: 21019 


software. SAS is a registered trademark of SAS Institute, inc. 
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THE FIRST DEC/ANSI TERMINAL WITH WINDOWING AND 
FREE 24-HOUR REPLACEMENT SERVICE PRICE $559. 


Got your eye DEC® 
terminal? new OPUS220 will 
knock right out the picture. 

OPUS220 the first compatible 
that does windows. User-friendly, PC-like 
“Express that allow you 
suspend ongoing applications, display 
important information like help screens, 
then retrieve original screen data when 
you resume. Only Esprit puts such out- 
standing versatility your fingertips. 

For virtual terminal environments like 
UNIX™ and OPUS220 
performs like other. provides 
four pages, each independent and sup- 
porting different application. OPUS220 


also features 14” dark-background, see why smart terminal buyers are 
high-contrast video screen brighter clearing their desks for the new 
and sharper than With “touch-tilt” OPUS220 from Esprit. For the dealer 
and “lazy susan” swivel that make nearest you, Call toll free: 
viewing easy from every angle. Enhance- (800) 645-4508. New York State: 
ments that helped the OPUS design win (516) 293-5600. 
1986 Industrial Design Excellence DEC®, DEC and VMS™ are trademarks 

Now the clincher OPUS220 backed 
industry first: Esprit Express 24-hour 
replacement service, free for full year 
one goes far guarantee quality 
and performance. Yet OPUS220 lists for 
hundreds less than DEC’s VT220. 

The more you compare, the easier 
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and wondering where all the cus- 
tomers had gone. 

Workstations. DEC en- 
tered the workstation wars late 
and top the Microvax plat- 
form. Vaxstations are complete- 
outclassed terms process- 
ing power the competition. 
Apollo Computer, Inc. has just 
rolled out desktop workstation 
rated four million instructions 
per second (MIPS), while Sun 
Microsystems, Inc. has intro- 
duced 10-MIPS workstation. 

DEC counters that its sophis- 
ticated Local-Area Vaxcluster 
solves the processing problem 
providing distributed comput- 
ing power when needed. Never- 
theless, the competition going 
offering distributed pro- 
cessing well, most likely 
through Apollo’s Network Com- 
puting System. And DEC’s solu- 
tion hardware-intensive one. 
Need more power? Buy another 
Microvax. 

DEC needs bolster the 
power its Microvax chip set. 
The long-awaited follow-on 
the Microvax should help, but 
other vendors are also pushing 
ahead. And although DEC may 
have aggressively chopped the 
entry-level price diskless 
Vaxstation 2000, users are still 
faced with the prospect buying 
Vaxserver 100, which 
basically Microvax with big 
disk. 

OS/2. Only did 
DEC embrace the standard IBM 
PC- and Microsoft Corp. MS- 
DOS into its product family. 
Now, with another facto stan- 
dard looming, DEC once.again 
going play cute. says 
Henry Ancona, vice-president 
Business and Office Infor- 
mation Systems. “It doesn’t ex- 
ist 

Granted, OS/2, which was 
jointly developed IBM and Mi- 
crosoft, not the street yet, 
but developers are madly writing 
for it. Does anyone truly believe 
that product with the weight 
IBM and Microsoft, not men- 
tion the support vendors such 
Wang and Compaq Computer 
Corp., behind will not become 
important factor? 

DEC 
would recognize that embracing 
OS/2 now and creating DEC 
extended version integrate In- 
tel Corp. platforms into the net- 
work would put the company 
the strongest position possible. 

But OS/2 support potential- 
threatening for DEC. Intel 
80386-based server running 
OS/2 and Microsoft’s LAN Man- 
ager, along with DEC-specific 
extension for integration, could 
displace Microvax servers and 
DEC’s VMS Services for MS- 
DOS. Nonetheless, better 
for DEC offer the option itself 
rather than see customers once 
again start complaining about 
lack support for standards. 
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Development environ- 
ments. Given DEC’s current 
attitude, proactive approach 
OS/2 very DEC 
stresses, quite naturally, VMS 
its platform for innovation. 
But relegates the other plat- 
forms Unix (in its own ver- 
sion, Ultrix) and MS-DOS 
their own external development 


Apollo. DEC needs more vigor- 
ous development work the 
Ultrix side expects its Unix 
solutions hold their own the 
market. 

Core applications strate- 
gy. DEC, like other vendors, of- 
fers set integrated personal 
productivity tools the end 
user. Today’s offerings include 


water mark DEC self-satisfac- 
tion was its statement and 
very successful marketing ploy 
that DEC connected IBM 
better than IBM did. Such 
longer the case, however, since 
other vendors have gone beyond 
DEC the range IBM sup- 
port. DEC lacks, for example, 
the PU2.1 support necessary for 


DEC very capable falling behind its competition the 
quality tts interface and the applications themselves. 
Interestingly, IBM’s model, for long vilified the 
embodiment bad user interface, may end 


pacesetter this area. 


processes. other words, DEC 
innovates with VMS but merely 
supports with the other two. 

The result clear imbal- 
ance functionality across the 
architectures. The Local-Area 
Vaxcluster, very nice piece 
work, VMS alone. 

the Unix area, for example, 
DEC has said all the right things. 
The latest release Ultrix, Ver- 
sion adds the needed support 
for the AT&T Unix System in- 
terface definition, Network File 
System and University Cali- 
fornia Berkeley’s Unix 4.2 and 
4.3. DEC also has said will sup- 
port the Posix effort and has in- 
troduced new compiler for 
Ultrix. 

But these efforts are some- 
thing all vendors are doing will 
have do. DEC’s Unix worksta- 
tions are hobbled the power 
their processor. Without access 
the shared computing MIPS 
Local-Area Vaxcluster, Ultrix 
workstations are relatively puny 
and certainly not match for the 
robust offerings from Sun and 


editors, mail, videotex and Dec- 
calc under the umbrella All-In- 
Tomorrow’s offerings will add 
applications such electronic 
publishing and query modeling 
beneath windowing version 
All-In-1. 

While such approach suf- 
ficient keep with the pack, 
certainly not leading edge. 
Although DEC has successfully 


poured great deal 


into networking, the energy 
has expended core applica- 
tions does not seem have kept 
pace with the enormous efforts 
the company has lavished and 
version DEC’s WPS-Plus that 
runs windowing environ- 
ment not particularly enticing. 
DEC very capable falling 
behind its competition the 
quality its interface and the 
applications themselves. Inter- 
estingly, IBM’s model, for 
long vilified the embodiment 
bad user interface, may end 
pacesetter this area. 
IBM integration. The high- 


IBM’s Systems Network Archi- 
tecture Distributed Services. 

Even more interesting 
what the entire issue SAA 
connection will mean other 
vendors. DEC has chosen slap 
its knee and guffaw IBM’s 
SAA. essence, however, both 
companies are driving toward 
the same goals: interoperability 
and distributed computing. 

IBM’s rigorous standards for 
SAA, right down the look and 
feel the interface, will create 
some interesting problems for 
other vendors. How fully should 
they connect SAA? How com- 
plete should the interface adher- 
ence be? Toe the line too closely, 
and there not much area for 
value-added features differen- 
tiation. Stray too far away, and 
you lose transparency. 

DEC’s ultimate strategy 
parity with displacement 
IBM succeeds, then won’t 
have worry too much about 
not offering complete IBM 
connectivity lineup other ven- 
dors do. 


Pricing. DEC characteristi- 
cally uses only IBM products and 
pricing benchmarks against 
which display its own wares. 
Other vendors, however, claim 
have much better price/per- 
formance story tell than ei- 
ther those two. 

good idea, suffers from too 
high price. The Vaxserver 100, 
designed support the low- 
cost, diskless Vaxstation 2000 
workstations, costs whopping 
$65,000. 

With products from the MS- 
DOS, Unix and worlds pro- 
viding equivalent better per- 
formance lower price, DEC 
will need change its approach 
pricing. 

Attitude. DEC’s attitude 
another weakness. Certainly, 
the company should proud 
itself. From the gloomy period 
right before the introduction 
the VAX 8600, has done in- 
credible job barraging the 
marketplace with next-genera- 
tion VAX processors, sophisti- 
cated distributed networking 
and more. 

But DEC beginning suf- 
fer from case hubris. Its 
high-handedness toward the 
Manufacturing Automation Pro- 
tocol group just one example. 
DEC has discovered that has 
weight, and it’s beginning 
heave that bulk around. 

Such attitude very simi- 
lar the one that IBM suffered 
several years ago. IBM has since 
“got religion.” listening 
very hard its customers, pay- 
ing attention the competition 
and making the right changes. 

The most disastrous move 
DEC could make now would 
dismiss IBM stumbling 
buffoon, fat old giant whose 
time has come and gone. 
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Six thousand customers worldwide push know more 
about who using the system and when 


JEAN BOZMAN 


anagement VAX machines 
used 
enough. What you saw was what 
you used. 

The VAX-11/780 11/785 were self- 
contained engines for end-user comput- 
ing, often located down the hall from, 
the same building with, its end users. But 
today, DEC spokesmen say, out more 
than 100,000 VAXs worldwide, about 
6,000 are Vaxclusters that are 
networked Decnet Ethernet lines 
across the country and around the 
world. shared computing resource, 
VAX longer simple manage. 

DEC has responded users’ pleas 
optimize Vaxcluster performance pri- 
marily the hardware end the Vax- 
clusters improving bus channel 
speeds through the VAXBI bus and 
providing common access multiple 
high-capacity disk drives. 

But leading-edge users have begun 
feel that the wealth DEC prod- 
ucts available, there something 
missing: performance and monitoring 
software that would help them fine- 
tune their Vaxclusters. 

DEC, many such applications 


Bozman is Computerworld's Midwest correspon- 
dent. 
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exist, primarily within its field 
service operations. But users re- 
port few offerings the follow- 
ing key areas Vaxcluster sys- 
tems management: 

Resource- and job-accounting 
software. 

Monitoring applications. 

Tuning applications. 

The need for resource-ac- 
counting software felt most 
the largest accounts, where 
single Vaxcluster may provide 
million instructions per sec- 
ond more computing pow- 
er. want more control,” 
said one East Coast user who 
asked not named. 
Digital customers are using clus- 
ters clusters, not just 
bunch connected 


Trying fill gap 

DEC may already moving 
fill this gap management soft- 
ware, according Larry Pfeifer, 
vice-president marketing 
Signal Technology, Inc. Go- 
leta, Calif. believe that Digi- 
tal placing special strategic 
emphasis the area resource 
management,” says, 
cause the complexity new 
VAX systems.” 

Some DEC observers predict 
that VMS Release 5.0, due out 
this fall, will contain more built- 
features for detailed perfor- 
mance and usage monitoring. 

One such feature job-ac- 
counting software, applica- 
tion series applications that 
give users feedback who us- 
ing the Vaxcluster computing re- 
source and for how long. Only 
2.3% all VAX sites, including 
those with clusters, have in- 
stalled systems-accounting soft- 
ware, according Computer In- 
telligence Jolla, Calif. 
contrast, about one-third all 
IBM mainframe sites run some 
kind accounting package, the 
firm says. 

According Dave Eulitt, 
market with Computer 
Intelligence, the ac- 
counting software that in- 
stalled [on DEC systems] comes 
from third-party vendors.” 


Accurate chargebacks 
Job-accounting 
founded resource-accounting 
software, which collects statis- 
tics the number users 
logged onto one Vaxcluster ma- 
chine any given time. allows 
MIS charge end-user organi- 
zations more accurately for their 
computing time. 

For the moment, DEC has 
clearly left this field open for 
third-party vendors systems- 
accounting software. DEC dis- 
tributes the market-leading ac- 
counting software package from 
Signal Technology through the 
Digital Classified Software pro- 
gram. Computer Information 
Systems the second largest, 
with its Quantum accounting 
package. Two other players 
round out the field: Gejac, Inc. 
Riverdale, Md., and Raxco, Inc. 
Rockville, 
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the absence many ven- 
dor-supplied solutions, many us- 
ers have written their own sys- 
tems-accounting 
One such site the Midwest 
Stock Exchange (MSE), which 
runs two Vaxclusters composed 
total five VAX machines. 

MSE programmers wrote 
their own package track the 
level computing use for the 
Vaxcluster trading system. 
want make sure that people 
are getting charged properly for 
their use the VAX cycle 
says Mary Moccia, 
vice-president electronic data 
processing services for the Chi- 
cago-based exchange. 

Carnegie-Mellon University 
Pittsburgh wrote its first sys- 
tems-accounting package more 
than five years ago, even before 
installed its first Vaxcluster. 
Now, the university computing 
center runs five-machine Vax- 
cluster that supports hundreds 
end users. our charge- 
backs internally, but all the soft- 
grown,” says 
director the computer center. 


Control via monitoring 

But accounting software 
means the only way that users 
can gain greater control over the 
use their Vaxclusters. Anoth- 
key area systems monitor- 
ing and performance. 

DEC provides several forms 
systems monitoring, including 
several elements the VMS op- 
erating system. Among these 
are the Software Performance 
Monitor and the VAX Perfor- 
mance Adviser. addition, DEC 
recently enhanced its Vaxcluster 
Console System support 
nodes attached CPUs. 

The console system, based 
Microvax II, can display the 
level system utilization, but 
does not provide systems-ac- 
counting functionality, says Tom 
Lowery, Console 
Systems product manager. 
system management tool that 
eliminates the need for hard- 
copy monitoring showing the 
Vaxstation screen.” 

Field engineers DEC’s Col- 
orado Springs Customer Sup- 
port Center use dozens other 
programs diagnose system er- 
rors and pinpoint I/O bottle- 
necks, says Ronald Ochoa, en- 
gineer Customer 
Integrated Systems Group. 
These applications allow field en- 
gineers probe system errors 
Vaxclusters located thousands 
miles away and find patterns 
the errors they detect. 

Recently, there have been 
signs that DEC may ready 
share some these applications 
with users bringing the appli- 
cations into the company’s 
applications centers. 

Such customer support cen- 
ters could the location for the 
genesis even more fine-tuning 
software for large Vaxcluster 
systems. 


CAN DEC PROVE MIPS CLAIM? 


BOB DJURDJEVIC 


nan Annex Research, Inc. report released 
early this year, noted that suc- 
cesses have got IBM’s But 
also warned that this was not necessarily 
good thing for DEC. 

March, DEC found out why, when IBM es- 
calated the MIPS.” glossy brochure 
entitled IBM 9370 Information System: 
Performance Design,” IBM published perfor- 
mance figures whose million instructions per 
second (MIPS) ratings dwarfed those compa- 
rable DEC VAX processors. Assuming 80%- 
20% ratio commercial scientific processing, 
this document implied that MIPS” were 
times greater than “DEC MIPS.” 

“Our senior management very con- 
cerned,” DEC spokesman said when asked 
about the reaction inside the firm IBM’s alle- 

“DEC-bashing” not, IBM’s claim directly 
challenges DEC’s assertion that its usable 
MIPS” are about 42% greater than IBM’s. 

What may surprising about the IBM claim 
the aggressive bluntness with which the giant 
made the allegations. First all, the very publi- 
cation document that names and details in- 
formation about competitors’ products un- 
representatives have been above occasional 
mudslinging hot and heavy competitive bat- 
tles. Putting writing, however, something 
that only the inexperienced foolish among 
them would have done. 

Now, the company’s official publication num- 
ber G360-2714-00 has referenced, uncer- 
tain terms, not just DEC’s products but also 
those Data General Corp., Prime Computer, 
Inc. and Gould, Inc. 

Second, some the statements the IBM 


Djurdjevic is a computer industry analyst and president of 
Annex Research, Phoenix-based computer research and 
consulting firm. 


brochure may interpreted violations 
IBM’s own “Business Conduct Guidelines.” 
John Opel, the company’s former chairman, reaf- 
firmed IBM’s long-standing practice not dis- 
paraging competitive products the latest edi- 
tion the company booklet, published 1983. 

The IBM performance brochure states that 
the reason for the allegedly superior per- 
formance its ability simultaneously execute 
“370 instructions the IPU [Instruction Pro- 
cessing Unit] and I/O functions the I/O proces- 
far good, since the company push- 
ing the real alleged virtues its own 
products. But IBM goes say that “‘some 
less advanced proce: are limited execut- 
ing only one instruction time, one proces- 
IBM referring? one could mistake the target 
the broadside. 

Could DEC anything about it? The answer 
the question yes but not immediately. 
The 9370s were still phantom machines 
March, announced but not yet delivered. 

And IBM’s RAMP-C benchmark, which 
the company based its allegations deficient 
VAX processor performance commercial en- 
vironment, internal IBM test. Having test- 
its 9370s against only one DEC machine, the 
Microvax II, IBM then extrapolated its results 

DEC mid-range CPUs arrive its con- 
clusions. 

how can DEC respond? One way would 
offer proof its own position that the net- 
work throughput that counts, not that the indi- 
vidual processors. 

The next move this MIPS war clearly 
DEC. Now that IBM delivering its 9370s, 
the industry will looking for some proof be- 
hind DEC’s cocky statements. don’t get 
the near future, for one, will obliged ac- 
cept IBM’s allegations that its MIPS are worth 
DEC’s MIPS. 

you can’t wait that long, however, 
just have pick your own multiple between 
DEC claims, and IBM alleges. 


THE IBM AND DEC WAR MIPS 


IBM claims its MIPS greater than 
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* Millions of instructions per second. MIPS rating according to Annex Research 
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the facts 


And make work better for you! 


Come VAX Business User Forum 
the complete resource for professional potential VAX users 


It’s here last the ideal way get the facts you need 
make the most your VAX equipment. VAX Business User 
Forum, the only conference designed for professional VAX users, 
your complete resource for MIS, office, network and commer- 
cial applications. 

Whether got years VAX experience whether you’re 
VAX, VAX Business User Forum has what you 
need. 

Beginning with full day professional tutorials, the Forum 
offers in-depth coverage multivendor and VAX computing 
topics. Plus you get two days conferences featuring VAX- 


October 26°28, New York City 


specific topics led industry experts. 

You’ll learn not only from the experts, but also from your 
peers. The Forum gives you the chance meet colleagues from all 
over the country. It’s unique opportunity exchange ideas, and 
return work with fresh, practical outlook. 

VAX Business User Forum one-of-a-kind source impor- 
tant information information that will help you and your 
company reach new goals. 

get the complete facts VAX. Come VAX Business 
User Forum, your complete VAX resource. 

VAX is a trademark of Digital Equipment Corporation. 


VAX Business User Forum’s 
Professional Tutorials 
Monday, October 


Choose the seminar that best suits your needs. Taught leading independent 
consultants, these day-long tutorials provide instruction areas that relate 
directly your job and organization. 


T-1 Introduction Database Systems 
Leader: Carl Malamud, principal, Computer and Communications 
Consulting 


This seminar will present clear overview database management the 
Digital environment, well other VAX-compatible systems. Topics include 
VAX architectures and DBMS software, Digital’s database dictionary and 
query languages and distributed databases that use DEC products. learn 
how interface with non-DEC systems such IBMs and PCs, and how use 
independent DBMS software systems. Who should attend: Ideal for MIS 
managers and systems programmers involved database applications for 
anyone like basic understanding the subject. 


T-2 Designing Networks with Digital and other Vendor Architectures 
Leader: Jim Herman, director, Telecommunications Consulting Group, 
BBN Communications Inc. 


This seminar practical look how design and upgrade modern, 
wide-area distibuted data networks. learn how assess specific require- 
ments and choose the right architectures design configurations that meet 
those needs. Discussion includes the evaluation various VAX products 
well guidance how plan for change. Who should attend: important 
resource for and data network managers, planners, analysts and others who 
evaluate, purchase use communications networks. 


T-3 Managing Mixed Vendor and Local Networks 
Leader: Dr. Kenneth Thurber, president, Architecture Technology Corp. 


This session will provide thorough study the issues involved managing 
mixed vendor and local networks, stressing the function characteristics and 


Information and instruction that will help you work 


capabilities various designs and gateway technologies. Discussion includes 
LAN-based systems, Ethernet and token-ring gateways and LAN-to-LAN 
gateways. learn how evaluate and implement various technologies 
and products including those expected the future. Who should attend: 
Especially useful for managers systems analysts, marketing managers and 
others who need know how manage mixed vendor local networks. 


T-4 Comparing All-In-1 and other Office Automation Architectures 
Leader: Amy Wohl, president, Wohl Associates 


Examining the status DEC’s All-In-1 today’s office environment, this 
seminar discusses current applications, well those likely evolve the 
future. comparison All-In-1 with competing architectures, such those 
offered IBM, includes look how fares ever-changing market. 
Who should attend: good choice for professionals who currently use All-In-1 
and those who are considering new architectures for their communications 
network. 


Plus two days valuable conferences 


two-day conference program with different sessions features well-known 
industry leaders speaking issues that concern you and your organization. 


Here’s just sample what expect: 


Linking IBM PCs, VAXs and MICROVAXs 

Short Course High Performance Architecture 

Data Security for the Network 

Desktop/Corporate Publishing 

The VAXstation 2000: Examining the Workstation Potential 
Strategic Use Mixed Vendor Computing Capabilities 


VAX Business User Forum is sponsored by Digital NEWS, your information resource specifically 
for VAX computing, and is produced by IDG Conference Management Group, the producer of 
Communication Networks. Both are International Data Group Companies. 


For more information, call Dorothy Ferriter (800) ext. 327, Mass. (617) 879-0700. 
Don’t delay, register now! 


Registration Form 


Yes, I’d like get the facts VAX attending 
VAX Business User Forum, October 26-28, 1987, 


The Roosevelt Hotel, New York City. 


Choose one tutorial and indicate number: 
Tutorial plus two-day conference program 


Tutorial No. $395.00 
conference program (Tues.-Wed., 
Oct. 27-28), including lunches. $495.00 


more information about 
VAX Business User Forum. 


Return registration form and 
remittance to: VAX Business 
User Forum, P.O. Box 9171, 
01701-9171. 
call Dorothy Ferriter 
TOLL FREE (800) 343-6474 
ext. 327 Mass. call 
(617)879-0700 ext. 327. 


1987 are subject $100.00 service charge. 
Registration may transferred charge. 


(Mon.-Wed., Oct. 26-28), including lunches. 


Tutorial No. $890.00 
only (Mon., Oct. 26), including lunch. 


Registrations cancelled later than October 19, 
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Name: 

Title: 

Company: 

Street: 

Check enclosed. Make payable VAX Business User Forum. 

American Express Mastercard VISA 


Signature 
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the battle win customers, will DEC 
its old attitudes toward sales reps? 


ALAN RADDING 


SEPTEMBER 1987 


EC’s sales representatives, de- 

scribed customers, have pro- 

gressed beyond the image they 

suits performing such errands running 
specifications between DEC’s engineers 
and the engineers and MIS professionals 
who users. 

The DEC sales force still spends lot 
time running between customers and the 
DEC production and operations people; 
now, however, the sales representatives 
are frequently de- 
scribed 
trained, better in- 
formed about the 
customers’ 
ness and more in- 
clined discuss the 
customers’ 
ness problems 
terms solutions 
and 
rather 
terms specific 
hardware. 

But the DEC 
sales force still falls 
short comparison 


Radding is a Boston-based 
author specializing in busi- 
ness and technology. 


with IBM’s, considered the preeminent 
computer sales force and arguably the 
most effective business sales organization 
the country. 

particular, customers say, the DEC 
reps fall down the areas training, busi- 
ness sophistication, speed and decision- 
making authority. 

The comparison has not gone unnoticed 
DEC. Its sales force going through 
period transition and clearly appears 
headed the direction IBM’s. 

About year ago, 
DEC recalled all its 
sales reps for two- 
retraining 
course. The inten- 
sive seminar, held 
the Boston Uni- 
versity campus, fo- 
cused 
tions-oriented 
training,” accord- 
ing one DEC 
spokesman. The 
idea was bom- 
bard the sales reps 
with the language 
tions 
markets. According 

See next page 
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customers, the plan worked. 
Many users report sharp in- 
crease the sales reps’ interest 
and conversation about users’ 
business problems since last fall. 
course, learning about the 
business each customer takes 
more than two-week training 


course, but users say they notice 
different set questions being 
asked. 

DEC also experimented with 
bonus program for the top 20% 
its sales force last year. Not 
exactly commission, these cash 
bonuses were attached specif- 
sales objectives. Apparently, 
the pilot program was success- 
ful; DEC has implemented 
ongoing, “permanent” pro- 


gram called SP-2. 

The changeover slick mar- 
keteers not something that 
can happen overnight, however, 
and the evolution the DEC 
sales force far from complete. 
“They’re going through grow- 
ing phase. give them about 
two more years mature,” says 


John Logan, senior analyst 


The Yankee Group Boston. 
From the company’s begin- 


ning, DEC was leery empha- 
sizing the sales force, marketing 
advertising. The attitude 
DEC has always been that you 
build better product, custom- 
ers will come you, explains Lo- 
gan, who has been surveying 
VAX users about their relation- 
ships with the DEC sales force. 
DEC began engineer- 
ing-driven company, and there 
has been pervasive feeling 


Introducing 


Four concurrent 
data transfer 
modes 
User Archeion 
Archeion tape 
User tape 
Archeion 
magnetic disk 


Immediate access 
archived data 


@No hardware 
software 
modifications 
needed 

Only industry- 
standard interfaces 
used 


gigabytes on-line 
storage and 
retrieval 


command station 

new commands 
procedures 


100 Percent 
compatibility 
with all VAX 
computers 


rcheion 


EMC's Optical Disk Subsystem for VAX Computers 


For more information order, call: 


1-800-222-EMC2 
(In MA, 617-435-2541) 


EMC Company. 


VAX is a registered trademark of Digital Equipment Corporation. Archeion is a registered trademark of EMC Corporation. 
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the industry that DEC’s top 
management believes that ag- 
gressive sales force cheapens 
the product, Logan says. Often 
this attitude creeps through the 
ranks. “In order importance, 
we’re third behind en- 
gineering and production, com- 
plains veteran DEC sales rep. 

ing,” not marketing, agrees 
Gregory Richards, securities 
analyst who covers DEC for New 
York-based Fred Alger Co. 

The engineers have been 
wrong the past. Performance 
tests showed the DEC personal 
computer family the Rain- 
bow, the Professional and the 
first Decmate was better 
than the IBM Personal Comput- 
from engineering stand- 
point. every technical bench- 
mark, the machines could beat 
comparable IBM PC. 

But DEC personal computers 
died the marketplace and were 
largely withdrawn. They may 
have been more elegant techni- 
cally but not ways that were 
meaningful that attracted the 
nonengineer end users who 
were making the IBM such 
commercial success. 


Sales specialists 

Over the years, one DEC’s re- 
sponses customers’ com- 
plaints about the sales force has 
been reorganize it. Originally, 
DEC salesmen specialized 
particular product line appli- 
cation. users turned DEC 
for variety products and ap- 
plications, this approach turned 
into chaos. 

Pretty soon, there would 
gaggle DEC reps calling the 
same customer and competing 
with each other for the custom- 
er’s information systems dollars. 

the early 1980s, DEC 
switched sales force orga- 
nized account. Regardless 
which DEC product the custom- 
wanted, worked through 
the same DEC sales agent. This 
arrangement was improve- 
ment from the customer’s point 
view, but was difficult for the 
sales reps, who suddenly found 
they needed knowledge- 
able about the entire DEC prod- 
uct line. 


Continuing evolution 

The process continues evolve. 
Today, most the major DEC 
are served not 
single sales rep but account 
team, much like IBM customers 
are. Heading the account team 
the account representative, as- 
sisted other DEC salesmen 
who help chase down informa- 
tion for the customer and pro- 
vide detailed sales follow- 
through and support. 

like the changes. the 
past, felt that business custom- 
ers were being discouraged,” 
says Douglas Anderson, director 
software development Wis- 
consin-based Northwest Tele- 
phone. After years DEC 

Continued page 
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ALAN ALPER 


EC’s Application Centers for Technol- 
ogy (ACT) capitalize the idea that 
seeing for the increasingly skepti- 
cal user community believing. 

this case, means wit- 
nessing DEC equipment simulating user’s own 
environment regional demonstration cen- 
ter, ACT. And seeing their specific problems 
and running goes long way toward convinc- 
ing jaded MIS executives the validity 
system proposal. 

“The ACT gives you touch and feel the 
quality the notes Bence Nagy, 
manager the factory automation program 
Xerox Corp.’s Information Products Division 
Fremont, Calif. “At 
least you leave with the 
notion that what they 
are giving you feasi- 
ble.” 

Since August 1986, 
DEC has launched 
ACTs worldwide cit- 
ies such Houston, 
New York, Tokyo and 
Santa Clara, Calif. Each 
focuses 
market that reflects the 
type business most 
prominent that lo- 
cale. Thus, the ACT 
Hartford, Conn., dem- 
onstrates insurance in- 
dustry systems, the 
ACT Houston dis- 
plays petroleum 
ration technologies and 
the ACT Chicago 
food and 
beverage processing 
products. 

The centers are 
equipped 
ware and software 
simulate variety en- 
vironments, including 
office and factory auto- 
mation, departmental 
processing and comput- 
er-aided design (CAD). 
Many applications are demonstrated running 
DEC Vaxclusters; DEC’s networking prowess 
and connectivity the IBM world permeate 
the exhibits. 

combined sales and support vehicles, the 
ACTs are staffed with sales personnel and con- 
sultants whose mission recommend cus- 
tomized, third-party, solutions. Many prod- 
ucts sold through DEC’s Cooperative 
Marketing Program are now on-line ACTs 
for customers try out. 

Funding for the ACTs comes out the cor- 
porate sales budget rather than from the re- 
gional offices, notes Bob Randolph, director 
DEC Advisory Services for International Data 
Corp. gives the ACT air indepen- 
from the regional sales group, says. 
suggests the separate funding helps the 
ACTs create their consulting firm ambiance. 
not the kind place where the minute 
you walk in, salespeople jump all over you.” 

Xerox’s Nagy visited the Santa Clara ACT 
last May examine networking products in- 
tegrate his operation’s office automation, engi- 


Alper is Computerworld’s mid-Atlantic correspondent. 


USERS ACT OUT APPLICATIONS 


neering and manufacturing departments. 
“They gave very solid demonstration 
how every facet our operation would work,” 
recalls. 

Xerox very large user DEC VAX mini- 
computers for design and manufacturing auto- 
mation. visits the confirmed that 
made the right vendor choice,” Nagy says. 
“And now know our connectivity require- 
ments will 

Another DEC customer, Siemens Compo- 
nents, Inc. Santa Clara, visited the ACT its 
hometown recently part its investigation 
networking personal computers with VAXs. 
The semiconductor vendor would like tie ap- 
propriate PCs its VAX 8700, which used 
for integrated circuit design, and link other mi- 


nient way witness product demonstrations. 
very good marketing tool,” she says. 
doesn’t disrupt anyone’s business the shop.” 

While the ACT concept popular, not 
unique DEC. IBM, for example, operates two 
demonstration centers. Its Mid-Range Perfor- 
mance Center Dallas highlights mid-range 
systems and connectivity, while its National 
Technology Support Center Gaithersburg, 
showcases large systems, data base man- 
agement, wide-area networking and network 
management. 

“DEC pirated the idea from Randolph 
says. 

“Perceptually, it’s different approach,” ex- 
plains Tom Turkot, senior associate with Moti- 
vational Marketing Ramsey, N.J. IBM’s 


DEC’S APPLICATION CENTERS FOR TECHNOLOGY 
First ACT opened Irvine, Calif., July 1986. 
There now positioned around the country, and each specializes particular industry vital the local region. 


cros VAX 8550 running office and financial 
applications. 

The ACT staff helped Siemens set pilot 
program hooking six PCs VAX, with 
Microvax acting network server. the 
trial successful, expect order links for 
about 100 PCs,” explains Randy Collins, man- 
ager CAD systems. 

Collins believes the pilot designed the 
ACT provides strong evidence DEC’s con- 
nectivity advantages over its competitors. 
“Other vendors have come here show 
how they link PCs VAXs and [have] eliminat- 
themselves because their products did not 
work,” says. 

Another prospective customer ESL, Inc., 
TRW, Inc. government contracting subsidiary 
Sunnyvale, Calif. ESL visited the Santa Clara 
ACT number times evaluate hardware 
and software for MIS and CAD. The company’s 
MIS operation currently true Blue, but engi- 
neering uses mix DEC and Hewlett-Packard 
Co. hardware, says Beverly Gerber, program 
manager computer information systems. 

Although ESL has not made any purchase 
decisions yet, Gerber says the ACT conve- 
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centers, which has visited, get feeling 
they’re going sell you what they want sell 
you,” says. ACTs, just shows you 
what they have.” 

DEC making substantial investment 
the ACTs asa marketing vehicle. Randolph esti- 
mates the company spends million per ACT 
installing hardware alone. adds that av- 
erage staff size 20, each garnering $50,000 
salary. Add also software costs, overhead and 
network management. Multiply ACTs, 
and the figure begins push $100 million. 

Nick Romaquera, vice-president manufac- 
turing software development for Camco, Inc., 
oil industry parts manufacturer Houston, 
has worked with the ACT his area extensive- 
ly. When Romaquera joined Camco years 
ago, the firm was using only IBM equipment. 
Seminars that Camco’s management attended 
its local ACT convinced the company 
switch almost exclusively DEC equipment for 
factory automation, CAD and computer-aided 
manufacturing. 

“Viewing the latest equipment firsthand, 
rather than out catalog, Roma- 
quera says. 


Finance 
Andover, Mass.: 
as oil, gas, food and beverage 


SALES FORCE 


CONTINUED FROM PAGE 


customer, says feels fi- 
nally getting the attention from his DEC 
sales team that was reserved only for en- 
gineering customers the past. When 
becomes time negotiate prices, terms, 
delivery and contract specifications, how- 
ever, the DEC sales team reverts its 
old style running messages between 
the customer and higher management 
DEC, Anderson says. 

Anderson also notes the growing re- 
semblance DEC reps IBM reps. One 
DEC insider says that accident: The 
impetus mold the sales force the IBM 
image comes from the highest levels 


DEC. Senior-level managers ob- 
sessed with IBM,” this veteran DEC sales 
rep says. 

The sales force senses that obsession 
and responds accordingly. DEC sales reps 
say that each sale comes down either 
DEC IBM, and their goal beat 
IBM. the only ones out there,” 
the DEC rep brags. During the past year, 
says, has not lost any sales Wang 
Laboratories, Inc., Data General Corp., 
Unisys Corp., Prime Computer, Inc. 
others just IBM. 

Still, the transformation the DEC 
sales force has not made IBM clone. 
“The DEC people are more casual. 
little more up-front and person- 
says Gene Robbins, assistant pro- 
vost Queens College, City University 


With Jnet software you can merge the 


VAX simply and inexpensively. And why: 


more. 


New York. 

Robbins works with both DEC and 
IBM sales reps and says finds many 
similarities, despite difference style. 
Both companies send technical people 
fill the details that the sales reps lack, 
and both companies generally respond 
quickly Robbins’ calls. anything, DEC 
sales reps tend more sensitive the 
technical aspects the problem, says. 

Turnover among DEC reps varies. 
Robbins reports single change sales 
reps the past two years, while Ander- 
son says his rep has not changed all 
that period. 

David Dandro, vice-president infor- 
mation services Hartford, Conn.-based 
Emhart Corp., reports frequent change. 
like revolving says Dandro, 


When the VAX, installs, works and acts like 


learn. 


extra people. 
Put 


on 
on. 


t. Call or write us soon. 
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who admits that hard sales reps. 
tough customer. Neither DEC 
nor IBM like the way business.” 

What the sales reps don’t like that 
the company does not listen the reps. 
treat them order takers,” says 
Dandro, who reports that his reps are 
promoted away and that new, less experi- 
enced reps replace them. 

DEC’s new business solution-oriented 
sales strategy implies that the sales rep 
become more consultant the cus- 
tomer, who may not always oblige. ma- 
jor university complains that its DEC 
sales team has suddenly become very 
hard-sell oriented. are like IBM 
salesmen the 1960s sophistica- 
tion, just says the university’s 
head information technology, who pre- 
fers not identified because 
doesn’t want alienate his DEC team 
any more than has already. 

The sudden hard sell coincides with 
recent change the way DEC handles 
this university account. Until recently, 
one DEC sales rep handled the entire uni- 
versity. Now, the account served 
team, which may explain the added sales 
pressure. With more people the ac- 
count, the customer gets more attention, 
but DEC needs higher sales justify the 
additional human resources applied. 

But more than anything, cost what 
driving the university away from DEC. 
“We put VAX that cost $500,000. 
year later, got Alliant [machine] for 
the same money but with times the 
power. Then got Sun [computer] 
that was equal power the VAX but 
one-tenth the cost,” says. “It’s the 
money, not the salespeople.” 

DEC reps have authority address 
pricing, and they lose sales result. 
buy the computer, the basic box, 
from DEC, but then buy everything 
else from third-party vendors, because 
get much better says David 
Stanley, manager systems and pro- 
gramming for Richmond, Va.-based Best 
Products Co., $2.3 billion discount re- 
tailer. 


Other avenues 

Customers are not restricted working 
with their DEC reps. There are other 
ways obtain product information and 
make purchase. Customers can buy va- 
riety products on-line via computer 
service called the Electronic Store. 

telephone, customers can contact 
DEC Direct, which offers catalog sales 
just about all its products short full- 
fledged VAX, but some large customers 
report they not bother using the sys- 
tem. 

Those who are familiar with DEC Di- 
rect complain that its prices are higher 
and that buyers must have all the neces- 
sary buying information hand com- 
plete the transaction assertion that 
DEC says not true. any case, for 
large customer already served DEC 
sales rep, might just well call his rep. 

the final analysis, DEC may see IBM 
its chief rival, but its customers tend 
business with both. Typically, the cus- 
tomers buy networking and scientific and 
engineering systems from DEC while re- 
maining with IBM for the central business 
and data processing applications. The way 
the customers see it, the DEC sales rep 
more likely sell them areas 
which they traditionally buy IBM than the 
IBM rep likely convince them re- 
place DEC the areas which DEC 
entrenched. 
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Interviews with three DEC executives reveal 
strategies for keeping close the customer 


JOHN FISCHER 


JOHN BUCKLEY LEONARD VAIRO 


customer sees it, every major computer supplier has 
various points entry, points interaction between cus- 
tomer and company. The bigger the supplier, the more dis- 
persed these entry points tend be. Therefore, custom- 


ers may find frustrations instead answers and promises rather 
than deliveries. 

DEC, now $9.3 billion international giant with 110,000 em- 
ployees, interaction between the firm and its customers has 


changed dramatically during the past five years. Explosive growth 
has put strain such key customer contact points administra- 
tion, sales and service. Expanding far beyond its traditional engin- 
eering/scientific customer base has made imperative for DEC 
refocus these areas and upgrade not only its ability produce 
quality products but also its ability satisfy customers. 

There are questions that the corporation faces order ensure 
that customers retain the good feeling toward DEC that sparked 
their interest the first place. 

Computerworld Extra spoke with DEC representatives from 
administration, sales and service find out how the company ad- 
dressing customer concerns. 
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John Buckley 


ENTRY POINT: ADMINISTRATION 


manager DEC’s business 

operations, John Buckley has 

basic mandate determine 

how DEC wants business 

with its customers. The 15- 
year DEC veteran spoke the firm’s 
Marlboro, facility with Computer- 
world Senior Editor Glenn Rifkin. 


How has doing business with DEC 
changed during the last decade? 
The business practices change the 
kinds customers deal with and the 
problems are solving for those cus- 
tomers change. Obviously, we’re selling 
significantly different kind product set 
than did years ago. 


you work out individual agree- 
ments with major customers, does 
DEC have set contract for everyone? 
form possible that are treating our cus- 
tomers fairly and also can set automat- 
systems, reduce our costs and 
increase predictability and efficiency dealing 
with 


How has DEC’s recent dramatic growth 
caused problems with efficiency 
dealing with customers? 
Obviously, the growth has challenged all areas 
the company, the administrative one particu- 
larly. Five six years ago, virtually every order 
that customer gave came Massachusetts 
acknowledged and scheduled. The invoice 
was prepared here, and the credit and collection 
function was all done centrally. 

quickly realized that could not keep 
that centralized facility both people and 
systems match the plant expansion our 


tribute that. And today, all our transaction- 
oriented activity handled local offices. 


recall, customers were having ad- 
ministrative problems with DEC during 
that period. What happened? 
Part the problem was that were running 
with system that had been designed years 
before for much simpler way doing business 
back when DEC was selling stand-alone indi- 
vidual computer systems, mainly minicomputer 
systems, with much simpler configuration 
hardware. Part the problem was that was 
all done centrally, and those systems were sim- 
ply not set for the sheer volume transac- 
tions. 

Then there was period when the new sys- 
tems were being developed but weren’t fully 
there. And were trying phase the new 


PATRICIA GAUDETTE 


methodology and had probably let the 
steering wheel the old system prematurely. 
there was little bit gap when the new 
system wasn’t robust enough handle the 
work load, and had already started transi- 
tioning some the people out the older sys- 
tem. 


What resulted from the customers’ 
point view? 

The most common perception was that took 
long time between when customer would give 
order and when could commit them 
actual scheduled delivery date. There was 
frustration the customers’ part not being 
able plan their installation well. 


the area software licensing, DEC 


customers have complained that 


company extremely inflexible and 
costs are very high. How are you ad- 
dressing these complaints? 

Most the software licensing done DEC 
and the industry general based the 
concept software product running sin- 
gle system. Some even licensed num- 
ber active users within that system. 

are looking alternatives that would 
make easier for customers use software ina 
network clustered environment. pilot- 
ing some concepts. are finding that, fact, 
there wide diversity how our customers 
operate and really quite difference opinion 
what they’d like see. 

right now we’re the active data gather- 
ing mode. suspect that within the year will 
coming with some new policies how 
license software, how support it, how 
price it. 


What might the policies become? 
don’t think the issue negotiating special 
price deal for each individual customer, the 
same way don’t believe doing that for hard- 
ware service products. 

What are trying understand the 
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different ways customers use software 
these new computing environments. 
They are trying figure out what the 
right level centralized system manage- 
ment vs. responsibilities given the indi- 
vidual users. And different customers 
have determined different answers 
that question. 

would not expect come out and 
say we’re going negotiate price li- 
cense terms with each customer. would 
hopelessly confusing and just take 
much too much our time and our cus- 
tomers’ time. 


there one specific complaint you 
hear alot? 

Yes, the thing hear most that customers 
grow the use their systems and have more 
and more multiple layered software products 
the system, and they network them together, 
becoming harder for the customer really 
keep track how much software they’ve pur- 
chased, how many licenses they have. The cus- 
tomers are asking for some assistance help- 
ing them manage their own software licenses. 


Billing problem area the comput- 
industry, and talked some us- 
ers who say that there are problems 
with DEC with most large vendors. 
aware any major problem with billing. 
Individual customers may have problem witha 
bill, but lot work when receive the 
order check that the internal order matches 
the customer’s order. You can probably mea- 
sure that DEC’s receivables being the lowest 
that they’ve ever been. We’re running about 
days outstanding. that rate, there 
couldn’t much opportunity for much 
misunderstanding going on. 


typical transaction like? 

interact with customers two ways. One 
annual basis. sit down with customer 
and try determine the volume purchasing 
the customer plans make over the next 
months, then sign contract that specifies the 
standard terms and conditions the sales and 
the amount discount the customer will re- 
ceive based that volume. 

The other period per-transaction per- 
order basis. Each time customer determines 
has need, contacts his salesperson, who 
prepares quotation. 

based system that verifies that the configura- 
tion technically correct. verifies that the 
salesperson didn’t inadvertently leave off some 
option and that has the right complement 
hardware the software ordered. 
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What happens next? 

The customer will receive that package 
documentation, along with proposal 
from the salesperson explaining the bene- 
fits and technical features the products. 

the customer decides purchase, 
would give DEC purchase order, which 
would reference the quotation, include 
copy the quotation. That order goes 
into order-entry system the local of- 
fice, where transmitted centrally 
Massachusetts daily for scheduling with 
our manufacturing operation. 

Since the configuration has been veri- 
fied and the salesperson has already 
checked out the availability, there’s usual- 
very little problem [in] scheduling with 
manufacturing. For certain products, 
call our Fastship Menu, and may ship 
within the week. [For] other products that 
knowledgment back the cus.umer tell- 
ing him when will actually receive it. 


What the normal turnaround 
time machine? 
The whole thing takes one two weeks, 
from order received. 


Obviously, people get- 
ting that response four years ago. 
How long was the turnaround 
time back then? 

There was great range. The ones 
worried about most were some custom- 


Are customers invoiced the day 
they receive the machine? 


The customer takes title when leaves 
our shipping dock. And invoice the day 
ship the following day. 


there discount for prompt 
payment? 
No. 


How you determine discounts? 
The discount based the annual dollar 
value purchases that customer 
making with DEC. That includes the cus- 
tomer’s total product purchases, it’s 
multidivisional multilocation custom- 
er, can aggregate together the pur- 
chasing from all his purchasing entities. 
that concerns aggregate 
purchases. 


What the discount schedule? 

goes 21% for customer buying 
excess $300 million per year. It’s 
graduated scale-down from there, start- 
ing the $500,000 range. 


you find many customers who 
want just one VAX, and so, 
what can they expect? there 
any discount? 

Customers needing only single system 
and whose needs are not expected 
grow will find more convenient deal 
with one DEC’s resellers, our OEMs 
distributors, because general, those 
people will able provide better lev- 
service that customer. However, 
the customer wants buy from DEC di- 
rectly, certainly can. 


+ 
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heard that DEC discourag- 
ing small buyers, that you only 
want deal with big-volume cus- 
tomers. the lack discount 
for small customers way 
that? 

There’s discount for people buying less 
than $500,000 per year. would say that 
through that practice, are not actively 
encouraging those customers. wouldn’t 
say are discouraging them. simply 
have limited number salespeople, and 
there are just many customers they can 

don’t have enough salesmen for 
that account, customer can always call 
DEC, place order over the phone, get 
the mailing list for our catalogs, 
even access that electronically from their 
terminal. it’s very easy order from 
DEC, whether you are large small 
customer. [Small customers] get the same 
terms and conditions sale and same de- 
livery schedule large customer. 


But rather these customers 

customer only buying very small 
system, usually means they don’t have 
large technical staff assist them de- 
veloping the application, supporting and 
verifying they are buying the proper 
equipment. Those are the kinds ser- 
vices reseller can provide. customer 
feels doesn’t need that and more 
comfortable dealing with directly, 
very happy that. 


the big customers want hag- 


Have Your EDT 
and Too! 


VAX™ EDT for MS-DOS and UNIX 


PC/EDT implements all the features VAX EDT MS-DOS and 
UNIX including user-defined keys, journal facility, sub-directories, 


gle and negotiate prices? there 
any flexibility beyond the dis- 
counts? 

order fair all our customers, 
believe have establish firm list 
price and firm discounting schedule 
based volume. allowed ourselves 
get into the business setting special 
price for special customer, then very 
soon not treating all customers 
equally. don’t negotiate price. 


Who settles disputes? 

there’s issue with the customer, it’s 
usually solved locally escalating 
the chain that service office. ulti- 
mately, the local service manager 
who will called in. extremely rare 
that problem would get escalated above 
that. However, safety net, the cus- 
tomer always has the ability contact 
area sales vice-president someone 
back corporate headquarters. 


Have you arranged electronic 
document interchange with large 
customers? 

certainly done that the ordering 
side. have large system called the 
Electronic Store where any customer can 
gain access and place orders with us, re- 
ceive quotations and check prices. That 
happening today. are currently not 
doing electronic billing, although have 
been looking that. 


that something might see 
the near future? 
Not the immediate future. 


on-line help, and keypad, nokeypad, line modes, and extended 
character set. Added performance features, such execution 
system level commands and other programs from within PC/EDT, 
and additional hardware support for color and non-DEC keyboards 
make PC/EDT powerful VAX alternative. Call for more details! 


BOSTON BUSINESS COMPUTING, LTD. 
The DEC™ Compatible Software Company 
Riverwalk Center 360 Merrimack Street Lawrence, 01843 (617) 683-7920 


VAX, DEC and ULTRIX-32 are trademarks of Digital Equipment Corporation. UNIX is a trade- 
mark of AT&T. MS-DOS is a trademark of Microsoft. IBM is a trademark of International 
Business Machines, Inc. PC/EDT is a trademark of Boston Business Computing, Ltd. 
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Leonard 
ENTRY POINT: SALES 


eonard Vairo, sales executive 

DEC’s Western Massachusetts 

region, has worked eight years 

for the company, the past four 

selling the field. talked with 
Computerworld Senior Editor Glenn Rif- 
kin about what like for customers 
interact with DEC’s sales force. 


Customers feel that DEC big 
now that like dealing with 
several companies, not one. 

DEC has undergone major metamor- 
phosis how approach our custom- 
ers. recently restructured such that 
have multiple folks calling customers, but 
they’re all targeted specific areas. 

For example, existing installed systems 
would have somebody the team calling 
particular level for smaller upgrades, while 
general account manager coordinates all the ac- 
tivities that customer’s account. there 
may have been some confusion bringing 
more folks over the past year, but deliver 
better support and more focused support the 
customer. 

Also, DEC multifaceted what are 
selling networks, computer systems, work- 
stations that have elicit support from 
our internal organization come out and help 
with those unique customers’ needs because 
can’t doit all ourselves. 

that respect, bring lot faces into 
the customer’s account. But that’s benefit 
the customer. 


What the average tenure DEC 
sales representative? 

the past was probably four years. That’s 
fast approaching upwards double digits. Sales 
has changed from person who can technical 
configurations business person. back- 
ground [the University Pennsylvania’s] 
Wharton School, MBA. lot colleagues 
are MBAs have business experience. was 
finance manager before going into sales. 


What qualifies someone sell for DEC 
now? 

Certainly one [qualification] business acumen, 
the ability understand the customer’s busi- 
ness and have macroeconomic view the di- 
rection and trends the business world. Proba- 
bly foremost the capacity learn and identify 
how new technologies will affect that custom- 
er’s business. Today, we’re getting into imag- 
ing, desktop publishing and other new technol- 
ogies. 


How has selling for DEC changed re- 
cent years? 


When you look DEC products today, they are 
pretty easy. You have VAX, and comes 
half-pint, quart and 55-gallon drum, you 
really don’t care what the hardware is. You’re 
more focused what the customer’s business 
problem is: what solutions have that can 
take application set and solve the business 
need. 

And then you can say what size the hardware 
needs be, and get the hardware. 

what really looking for that 
person like the doctor: Come in, con- 
sult with you. And that industry expertise ex- 
tremely important. train lot our people 
unique industries. 


How many times year you visit 

More like how many times week. our busi- 
ness grows, heading toward one compa- 
ny, one sales rep. 


customers want that much love and 
care? 
Sure. we’re talking about $20 million man- 
ufacturer with its own support staff, they don’t 
want see you every week after you’ve made 
the sale. There are, however, larger customers 
who have multiple projects going and staffs 
300, 500, 1,000 MIS folks, and they are con- 
tinually trying integrate new applications, in- 
tegrate DEC equipment with IBM, find new 
ways doing better, faster, cheaper. And 
there are opportunities for that customer and 
for DEC. 

IBM has office right the customer site. 
They don’t seem get sick IBM. And thus 
far, they haven’t gotten sick DEC, either. 


Today, you face more multivendor 
shops and more aggressive sales rep- 
resentatives everywhere, especially 
from IBM. you find yourself sitting 
the waiting room with other sales 
reps waiting get the 
time? 
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I’m sure that’s not uncommon. But what 
I’ve found, personally, that companies 
today seem looking mostly for two- 
three-vendor strategy. they are try- 
ing minimize the standing-room-only 
crowd the waiting room. 


Some customers say that they 
are large organization, they can 
the same time, and that causes 
confusion for them from sales 
contact point. 

have divisions national accounts 
which are geographically dispersed, and there- 
fore have local person working with that 
particular division with local support. And 
come long way integrating that divi- 
sion strategy with the corporate strategy, get- 
ting the corporate resources and corporate di- 
rection that our national account folks are 
working cross-pollinated the satellite of- 
fices the divisions. 

That was problem the past, but our na- 
tional account organization has put lot time 
and money behind the integration our own 
DEC sales force and taking those folks who are 
remote and integrating them with the corpo- 
rate offices make sure have one message 
going out the customer. 


How recent that change? 
The last months. 


DEC sales agents work salary rather 
than commission. sales suffer due 
lack incentive? 

You have have conviction that the products 
you sell and the customer satisfaction make 
your job easier, and you feel good about what 
you are doing. you into the commissioned 
environment, where there are fewer support 
folks, getting demonstrations difficult. 
There’s aggravation factor the commis- 
sioned environment. 


But what kind salary structure must 
you have offset the lure commis- 
sion? How you keep those people 
happy? 

certainly are competitive. weren’t 
annualized basis, would see exodus 
from DEC. are well paid. The other piece 
that there bonus program such that the top 
performers get 


How much the bonus? 

want say exactly, but the top 20% get 
That’s very important. The other piece 
that lot commission structures are 
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set, and you want with small 
start-up and take the chance, you may hit. 
you don’t you want with 
something little more safe like the Apol- 
los Suns the world you’re seeing 
that their base salaries are getting higher 
and commissions getting smaller. They 
are approaching what are doing with 
salary-plus-bonus program. 


But when you are out there look- 
ing for good young people and 
they hear that there commis- 
sion, that tough sell? 

That question has never come when 
I’ve interviewed recruited people. 
What they care about that DEC grow- 
ing sucha fast rate. are growing 
20% 30% year, are doubling our 
size every couple years, and the oppor- 
tunity for advancement get into ex- 
ecutive-level selling management 
tremendous and probably supersedes that 
the commission structure. 


have run into several former IBM 
sales reps now DEC. that 
trend you are seeing? 

Absolutely. used just the BUNCH 
people the NCR [reps], the Honeywell 
folks who were coming across. But 
now there’re lot IBM folks. It’s good 
see that, and they bring the table 
quite bit talent. 


Has there been much movement 
DEC sales agents going IBM? 
No, because IBM doesn’t usually hire, ex- 
cept right from college, and then grooms 
people within their own arena. 


hearing that customers are 
frustrated because the good DEC 
sales reps are getting promoted 
away from their accounts, and 
they are left with younger, inex- 
perienced people. enough 
train new people for few 
months and then send them out 
head-to-head against IBM? 

What happened the past that you had 
somebody who was crackerjack, and 
they did move up. Now, restruc- 
tured the sales organization with sales ex- 
ecutives and account managers who are 
beyond the senior sales rep level. you 
have alternative career paths. You can 
continue sales professional, you 
can into sales management. You won’t 
impacted negatively either way. 


Networking difficult concept 
and tough sale. How MBAs 
from Wharton without technol- 
ogy training sell networking? 
First, the rep has have some knowl- 
edge what networking can do. That’s 
where the training comes in. The next 
level determining what the custom- 
er’s business problem such that 
cost-justification standpoint, from in- 
formation-flow standpoint the net- 
work provides benefit that customer 
that supersedes the cost. 

Today, the customers really don’t care 
says IBM DEC the box. They are 
looking for solution their business 
problem. Being able eloquently and 
concisely communicate the benefits our 
solutions their business problems the 
key. 


Can the DEC sales force handle the 
onslaught from IBM? 

Absolutely. wouldn’t where 
are, and IBM wouldn’t have woken up, 
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“WE wouldn’t where are, and IBM wouldn’t 
have woken up, had not stepped their toes 
certain areas. gained market share 
their expense. We’re cautiously enthused 

about that.” 


had not stepped their toes cer- 
tain areas. We’ve gained market share 
their expense. We’re cautiously enthused 
about that. We’ve made sales and worked 
with customers who were previously only 
IBM shops because had something 
deliver them. 


How you sell VAX into IBM 
account? 

the past, you wouldn’t get that sale. 
And for the most part, you’d want bring 
down technology issue like MIPS 
clock speed. Now, have try help 
the customer understand what our solu- 
tion delivers, which better not only 
the short term but the long term, archi- 
tecturally. 


Are you specifically targeting IBM 
the competition looming ahead 
you? 

company. They very well, they have 
big engineering staff; and they can crank 
out products effectively. The [IBM] 9370 
just forces that much more fo- 
cused. 


not standing still, either. 
have new products coming out and con- 
tinued focus the customer. the 9370 
doesn’t solve customer’s business prob- 
lem, then we’re not worried about it. 
will solve some business problems. But 
feel can solve those same business 
problems more effectively. 


What are DEC sales reps mea- 
sured by? 

have quota that the corporation tar- 
gets for. addition, are measured 
customer satisfaction. have sur- 
veys that out based the sales and 
support function. And that goes right 
our salary reviews. 


DEC rolling out VAXs fast that 
customers don’t know when 
the train. that 
create tremendous pressure for 
sales agents keep the customer 
happy? 

The customers would feel betrayed 
VAX really did become obsolete. But the 
11/780 still excellent product and 
still runs the same software that the new 
products today will run and the products 
five years from now will run. you never 
feel that the customer making in- 
vestment obsolete equipment. 


But terms price/perfor- 
mance, could made obsolete 
pretty quickly for example, 
the 8600. 

Yes. And learned from that lesson. 
Later, when brought out the 8500, 
went out and did free upgrades the 
8530 because brought out that en- 
hancement faster than the market was 
able swallow. 


Can customers expect that policy 
continue? 
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What customers should expect that 
they have business problems today that 
they want solve and that they are going 
toneed capacity. DEC has now; have 
the products today that, price/perfor- 
mance-wise, beat the competition just 
about every point comparison. 

Can get better? Sure. And I’m sure 
will. you have business problem 
you need solved today, you buy what 
have today. Don’t worry about invest- 
ment protection, because will there. 


you ever get into debate 
millions instructions per 
second [MIPS] with customers, 
based reading MIPS 
vs. 

MIPS gives you relative thing. sales 
rep would remiss not redirecting the 
discussion to, your business so- 
lution, and can process that application 
faster, cleaner, less expensively than IBM 
can process that application?”’ cando 
MIPS and takes them MIPS, 
vice versa, really doesn’t matter. 
Price/performance-wise, are better 


doing that same application? It’s all how 
you determine the benchmark. 


Customers are also confused 
about discounts and licensing. 
They say DEC has been inflexible 
this issue. 

The most confusing part about the licens- 
ing has not been our policy but the confu- 
sion setting that policy. The policy to- 
day very cut-and-dry. 

customer who never knew DEC before, 
say, understand that complete- 
ly.” [But] customers who went through 
that change and the wavering back and 
forth weren’t going license, now 
are relicensing sales used equip- 
ment that’s where the confusion has 
come up. 


What the single, toughest as- 
signment for DEC sales repre- 
sentative? 

The single, toughest assignment the in- 
vestment assignment, which putting to- 
gether well-documented plan and identi- 
fying the resources that along with 
multiyear strategy for new customer 
that hasn’t done business with DEC be- 
fore. 

Quite frankly, those customers aren’t 
just the commercial areas. They are 
manufacturing, our traditional accounts 
like insurance companies, banks, broker- 
age houses. You have through the 
stages education and awareness. You 
have battle misperceptions overcom- 
ing that. 


Have Your DCL 
and Too! 


VMS/DCL Commands for MS-DOS and UNIX 


VCL command interpreter for MS-DOS and UNIX that 
implements the Digital™ Command Language (DCL). VCL users 
can include system commands, program data, logic flow, and 
interactive user prompts VCL command files. Complete VMS 
file specifications are understood VCL, including directory and 
sub-directory specifications. Two new operating modes provide 
easy transition MS-DOS and UNIX. Call for more details! 


BOSTON BUSINESS COMPUTING, LTD. 
The DEC™ Compatible Software Company 
Riverwalk Center @ 360 Merrimack Street ¢ Lawrence, MA 01843 © (617) 683-7920 


VAX, VMS, DEC, and ULTRIX-32 are trademarks of Digital Equipment Corporation. UNIX is a 
trademark of AT&T. MS-DOS is a trademark of Microsoft. IBM is a trademark of International 
Business Machines, Inc. VCL is a trademark of Boston Business Computing, Ltd. 
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John Fischer 


ENTRY POINT: SERVICE 


ohn Fischer, DEC’s area manag- 

for service and support the 

New York/New Jersey region, 

responsible for customer satis- 

faction area that includes 
virtually the entire financial sector 
DEC’s business. joined DEC’s field 
service group years ago and now over- 
sees 1,100 employees. 

Fischer spoke recently with Compu- 
terworld Senior Editor Glenn Rifkin about 
what customers can expect terms 
service and support. 


What your most common ser- 


vice call? 


Customers are redefining service. They are 
moving toward uninterrupted applications. 
fact, there has literally been technology revo- 
lution taking place the past year. 

make sure they meet their critical business suc- 
cess factors. used they’d have prob- 
lem, call us, and respond. Downtime would 
tolerated, and would off and solve the 
problem. What’s changed that they longer 
want downtime. They want create 
uninterrupted applications. 

Customers are redefining service other 
ways, too. They are expecting more consul- 
tative approach. We’re business where 
stopped fixing hardware and are now fixing our 
customers. They’re asking our engineers and 
our first-level management spend more time 
with them. many cases they are asking 
plan with them and [are] seeking advice. It’s 
more partnership-oriented. Service used 
supplier and customer; today the two organiza- 
tions are more partnership. 


terthought. Can you define what ser- 
vice and support are today? 

The service model has changed almost over- 
night. product would the street for sev- 
years; today the street maybe 
months before the product changed. re- 
sult, your approach taking care the cus- 
tomer changes. You must invest front the 
proper training. have front be- 
cause can’t the expense the cus- 
tomer. 

fact, product life cycles have changed dra- 
matically. We’re moving very technology- 
intensive business vs. labor-intensive business 
before. DEC has taken integrated approach, 
terms its services. look how custom- 
ers use their systems and design their service 
delivery strategies around the use those sys- 
tems. Three four years ago, would service 
computer; today, service network 
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computers. The reliability each component 
very high. But exponentially compounds itself 
when you tie all those components together. 

result, we’ve made significant invest- 
ments over the past few years artificial 
gence and remote diagnosis. Remote diagnosis 
very different from remote diagnostics. Diag- 
nosis monitoring and looking ahead, looking 
for symptoms prior breaking; vs. diagnos- 
tics, which means it’s already broken. 

looking more predictive symp- 
tom maintenance and software work-arounds 
that will keep the customer’s business appli- 
cation vs. going and fixing down situa- 
tion. 


Are more calls handled remotely now? 
From pure fault situation, the algorithm has 
shifted dramatically not having down appli- 
cation. isn’t much whether they’ve been 
done remotely, because many cases the cus- 
tomer will look into the software and receive 
flag and something they can handle them- 
selves. 


How does customer get charged for 
service? 

Many new customers may perceive that 
come and fix computer. What really 
sit down and plan with you right from the begin- 
ning what you want from the design 
the application the design the computer 
room the design the network. We’ll man- 
age the installation, we’ll manage the life cycle 
the application. And offer every variety 
service you may require, from guaranteed re- 
sponse times next-day service. We’re very 
flexible what hours coverage you might 
need. try match that how you run 
your business. 


you have deluxe service? 
Our premier service called Decservice. With 
that comes guaranteed response times and 
some other services. 

But cost based the number compo- 
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nents. It’s not percentage something. 
recommend our customers buy 
Decservice. It’s quality level service 
that comes with all the engineering up- 
dates that would come out. That’s priced 
accordingly what you are doing with 
your system and all the components 
your system, [as well as] the software. 


DEC pushing hard the area 
networks. Does that make your 
job tougher than was before? 

few years ago, looked how cus- 
tomers were going use systems. 
saw that they would use systems talking 
systems. decided approach service 
from the top down, from customer’s view 
managing network. started with invest- 
ment and design into those systems. have 
our own internal services engineering organiza- 
tion that works and complements engineering 
the design product. 

other words, there will points within 
particular product that can software- 
hardware-checked that would report failure 
that comes up. result putting those de- 
signs into the product, we’ve been able invest 
our remote diagnosis center artificial intelli- 
gence software that can then and monitor 
these. 


Can customers expect one contact 
the company when they get service 
contract from DEC? Will they always 
deal with the same person? 

you have large, dispersed geography and 
you only have two people covering two states, 
you may not get the same person all the time. 
But expect our account rep call back 
and make sure the customer taken care of. 
You can also have designated person our re- 
mote support centers who provides remote sup- 
port. 


multivendor site, who responsi- 
ble for service when unclear who 
controls what? 

Customers are asking for one contact; that’s 
what hearing. most cases, our software 
designed terms network management 
that relatively easy tell when goes 
someone else’s piece equipment, and in- 
form the customer that and they can manage 
the other vendor. 

acting much mcre now single 
source they choose be, even the point 
where will manage the other vendor 
vendor notification, tracking the other vendor, 
making sure they respond, making sure they 
close out and then going back and testing. It’s 
program called Netcare that was introduced 


SEPTEMBER 1987 


. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
7 
. 
. 
. 
. 
. 
7 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
7 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 


* 


with your 


FOCUS. 
deal 


topics 

Softw: 


MIS faces conflict the mid-range 
dems with s 
form and rr OPS, 
orn + faster servi: 
call 1-800-255.6286 for faster'ser VA. 


POSTAGE 
NECESSARY 
MAILED 
THE 
UNITED STATES 


BUSINESS REPLY MAIL 


FIRST CLASS PERMIT NO. NEPTUNE, 


POSTAGE WILL PAID ADDRESSEE 


CIRCULATION DEPARTMENT 


COMPUTERWORLD 


P.O. Box 1565 
Neptune, 07754-9916 


= 
— 


4 


year ago. 


fee, will you cover everything? 
It’s now called Netsupport and Mainte- 
nance Management. available ser- 
vice. may single point contact 
for the entire network, and can 
contact for majority it. 


How does that work? 

It’s very easy determine that node 
over here not responding. fact, the 
customer under Vaxsim sees all the 
pieces equipment. Vaxsim software 
product they run that will tell them what 
errors are coming up, and who there 
and who isn’t. It’s almost like traffic 
light. 

The system points out software error 
over here, yellow flag comes up. 
green flag says the product working. 
red flag says it’s gone beyond the thresh- 
old and not performing. And you can lit- 
erally sit there and look across your net- 
work worldwide every product. 

Then can have Netsupport 
and find out which component faulty 
and figure out DEC product 
someone else’s. Depending our rela- 
tionship with the customer and what they 
want do, we’ll find out and man- 


age the vendor, notify the vendor 


what’s wrong. 


you run into any problems con- 
fronting competing vendor say- 
ing, ‘‘We are now running the ac- 
count’s service maintenance, and 


‘Get your 
VAX 
straight!’ 


1987 award-winning 


tradeshows. 


even published the winning 


buttons. 
There’s only one way. 
All you have stop the 


tradeshows where you can get 
yours FREE. 


booth the next tradeshow 


tons. 
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buttons only upcoming 


annual button con- 
test isn’t quite over yet. Judging has 
ended and winners have been named. 


entries. But there’s one more impor- 
tant chapter: how you can get your 


Computerworld exhibit upcoming 


sure stop the Computer- 


you attend. And get your own com- 
plete set 1987 prize-winning but- 


you have come and fix your 

have not run into that. They are more 
than collaborative. I’ve seen instances 
where they clearly had the customer 
mind. 


What about the customer who 
doesn’t have the Netsupport ser- 


vice agreement with you and it’s. 


every man for himself? What 
you the link the main- 
frame not performing 
standards and you think 
fault while they say it’s yours? 
Until the problem solved, would make 
the assumption that the problem ours 
not penalize the customer. 

Secondly, would escalate the custom- 
orientation get him manage the 
responsibility whatever other vendors 
are involved. They have assume some 
the responsibility they don’t have 
someone accountable for the whole net- 
work. 

the banking and financial market- 
place, something down they will 
glad work with anyone solve it. They 
can’t have those things down. all ex- 
perience out there, I’ve never had deal 
with another vendor solve major situ- 
ation conflict mode. Either we’ve got- 
ten the customer it, have 
worked with other people doit. 


you took typical configura- 
tion, say VAX 8600 with Micro- 
vaxes serving Vaxmates, how of- 
ten would service needed 


COMPUTERWORLD 


that setting? 

That’s tough question. The reliability 
our equipment today has gone expo- 
nentially. Some the products today still 
require certain amount preventive 
medicine. many cases, it’s software 
maintenance, optimization software. 


How many times you get 
called for that? 

provide that service called Digital 
Software Information Network (DSIN) 
customer. It’s literally software and 
media contract. The customer gets up- 
dates. Also, they have questions and is- 
sues that come up, they have access 
and [can] dial into data base, look the 
symptoms and get the latest information. 
lot done without ever talking 
DEC service person. DSIN the soft- 
ware information network, very power- 
ful tool. 


heard that DEC closing out 
some third-party vendors from its 
own learning centers. that accu- 
rate, and so, why? 
not familiar with that, but com- 
ment it. make available third- 
party maintenance organizations the 
same spares and the same maintainability 
documentation and tools that many our 
self-maintenance customers have. There 
are additional things not available 
them, some specific licensing and.associ- 
ated training that goes with certain level 
proprietary software. 

make available the marketplace 
the tools maintain self-maintenance. 


Have Your ALL-IN-1 
Too! 


even provide kit levels and engineer- 
ing changes third-party maintenance 
organizations. 

Now, there another level self- 
maintenance customers, standard cus- 
tomers, people who own the system and 
have purchased the rights licensing 
higher level diagnostics and investments, 
which DEC has put and which will 
protect and provide those customers. 
Understanding that are moving froma 
hardware software orientation, our 
engineers are moving from hardware-ori- 
ented comprehensive networking soft- 
ware skills. are moving technol- 
ogy-intensive service delivery using 
artificial intelligence. designed our 
services approach for all the components 
working together vs. 
point/product approach. Third parties are 
feeling that technology becoming their 
competitor. 


But you are hearing grumbling 
from them one more area 
where DEC closing the doors 
them? 

want the service vendor for DEC 
products, and will be. But technology 
changing the ground rules. The ability 
for service organization recapture its 
investment where you need invest 
front very costly and complex inven- 
tories that require specific handling and 
training, and having the use diagnostic 
tools that put tremendous invest- 
ments creates barrier entry. It’s 
technology driving that; technology 
their competitor. 


ALL-IN-1 functions for MS-DOS and UNIX 


DESK EXECUTIVE office automation software that 
emulates ALL-IN-1 functions PC’s and compatibles, and 
designed work partner with ALL-IN-1. Users can off-load 
ALL-IN-1 functions add users without purchasing additional 
VAX hardware. Desk Executive features easy-to-use Menu 
System, logical File Cabinet system, Electronic Mail and VMS 
Mail interface, and Time Management software. And Desk 


Executive supports all applications. Call for more details! 
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The DEC™ Compatible Software Company 
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Unix is a trademark of AT&T. MS-DOS is a trademark of Microsoft. IBM is a trademark 
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CAN DEC CONTINUE FLY? 


CLINTON WILDER 


DEC story the 
past two years des- 
tined become clas- 
sic business school case 
study corporate fi- 
success. Although huge 
challenge achieve reality, 
the formula actually quite sim- 
ple: Increase market share 
grow revenue, while driving 
profits with dramatically im- 
proved operating margins. 

The question now is, Can 
DEC keep flying? The answer, 
according financial analysts, 
yes but not using the same 
methods the past two years. 

The company admits that 
will hard-pressed improve 
pretax profit margins that 
surpassed 18% more than tri- 
ple DEC’s margins two years ago 
the fourth quarter fiscal 


Wilder is Computerworld’s senior edi- 
tor, computer industry. 


Some 
the best ideas 
don’t cost fortune. 


Take the safety pin. The old saying, “You get what you pay for,” sure doesn’t 
hold true for it. They’re simple. Inexpensive. And the job. Just like Business 
Computer Services DOWN EARTH accounting system. 


BCS provides fully integrated business software including: 


Accounts Payable 
Purchase Order 
Inventory 

Payroll 

Report Writer 
Point Sale 


1987, ended June 27. That mar- 
gin growth, which astounding 
for $9.39 billion company, re- 
sulted from higher margin 
VAX product line well man- 
ufacturing efficiencies. was 
those increased margins that ac- 
counted for DEC’s 84% rise 
profits during the fiscal year 
24% revenue increase. 

“The market share that DEC 
gained IBM’s expense very 
high-margin 


says Marc Schulman, minicom- 


puter industry analyst for Salo- 
mon Brothers, Inc. lot the 
difference between DEC’s and 
IBM’s financial performances 
the fact that the past, that 
would have been IBM’s busi- 

But margins have reached 
their peak and will probably de- 
cline slightly fiscal 1988, ana- 
lysts say. During that time, 
DEC’s profitability will depend 
much more its ability in- 
crease sales. DEC plans spend 


Accounts Receivable 
General Ledger 
Order Entry 

Job Cost 

Bill Materials 
Resource Scheduling 


aggressively few key areas, 
raising its break-even point 
the short term effort so- 
lidify its future growth. 

the best position 
says Mark Steinkrauss, DEC’s 
director investor relations. 
got for it. will 
reinvest research and devel- 
opment, sales and sales support 
gain more market share, now 
that have the people and the 
resources doit.” 

DEC well aware its past 
business cycles, which saw prof- 
its drop fiscal 1983 and 
1985, according Shao 
Wang, analyst with Smith 
Barney, Harris Upham Co. 
“DEC clearly wants avoid that 
trough period again,” Wang 
says. “You have build for the 
future, and costs money, 
you see that huge ramp 
that drove earnings before. 
sense, that puts DEC the same 
camp everyone 


Like other analysts, 
Hutton Co. veteran Michael 
Geran confident that DEC can 
achieve the roughly 25% reve- 
nue growth needs maintain 
strong profitability. busi- 
ness where product prices al- 
ways come down, one the keys 


offer better product mix,” 


pretty ambitious target, but 
they can make with the prod- 


ucts they have the 

many ways, DEC’s formula 
for success mirrors the pattern 
IBM’s fast-paced growth 
the heyday its 360 and 370 
architectures. the late 1980s, 
however, corporate America’s 
computing needs have called for 
departmental processing and in- 
trasystem communication. DEC 
the mid-range vendor choice 
meet those needs. 


DEC DOLLARS 


DEC’s revenue and profits for fiscal 1986 and 1987 


3 BILLIONS OF DOLLARS 


1986 


00 MILLIONS OF DOLLARS 


1986 


INFORMATION PROVIDED BY L. F. ROTHSCHILD, UNTERBERG TOWBIN 
Cw CHART 


Change Control vs. 
Change and Configuration Control... 
There big difference! 
With Change and Configuration Control 


from Softool, you will able manage 


individual changes, the relationships between changes, and 
complete software versions and releases unit. 


that wasn’t enough, our packages: You will control! 


have standardized code help the development and maintenance the 
applications. 


are adaptable various working environments. 
have online help addition user manual. 
operate variety systems including VMS, UNIX, ULTRIX, XENIX, 
LAN’s and MS-DOS. 
For more information call Business Computer Services 405-843-8631. 
write us at 6801 N. Broadway / Oklahoma City, Oklahoma 73116. 


Don’t get “stuck” with expensive software. Just because costs more doesn’t 
mean its worth more. 


CCC is the standard 
for automated change 
and configuration control. 


CCC tracks everything: 

It handles source code, object code, 
executables, job control, data base 
components, procedures, documentation, 
etc. It can reconstruct previous versions 
on demand. It supports all programming 
languages. 


integrated system. Other vendors require 
multiple products to perform only a subset 
the functions that CCC 


CCC is a proven product: 

Over 1,500 Softool products are installed 
worldwide. CCC is supported on: 

DEC VAX (VMS and IBM 370, 
30XX and 43XX (MVS/SP, MVS/XA, 

and VM/CMS) Honeywell (GCOS 
DG (AOS/VS) « Sun Microsystems (UNIX) « 
Gould (MPX). 

Call today for more details, a hands-on 
demonstration, or for information on 
the next seminar in your area. 


Softool Corporation 


340 South Kellogg Avenue Goleta, California 93117 (805) 683-5777, ext. 100 Telex: 658344 
VISIT THE FEDERAL CONFERENCE, BOOTH 1850 


CCC comes ready to use: 
It provides you with a turnkey to start 
productive work immediately. CCC is an 


Business 
Computer 
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THE LAST MONTHS 


COMPILED SUSAN GRECO 


following information was 
gleaned from computer analysts, 
DEC press releases and pub- 
lished news reports. DEC has in- 
troduced more than products 
since the publication the last Compu- 
terworld Extra DEC September 
1986; following selected list prod- 
ucts and their current status. 


* Indicates the starting price of a product. 


SEPTEMBER 1986 


Product name: Vaxmate 

Price: $4,045* 

Specifications: IBM Personal Computer 
and Microsoft Corp. MS-DOS compatibility; 
networking (LAN); 1M-byte memory; 1.2M- 
byte floppy drive. 

Introduced: Sept. 1986 

Ship date: September 1986; February 1987 
for hard-disk option 

Initial outlook: Makes the Rainbow obsolete 
and presents more formidable competition 
the IBM family. 

Current status: DEC has fixed the problems 
with the Vaxmate’s 20M-byte hard-disk box. 
Still, not what you would call aggres- 
sive, barn-burner product,” says Tom Roberts 
International Data Corp. (IDC). Vax- 
mate proves DEC isn’t serious about personal 
computers,” says John McCarthy Forrester 
Research, Inc. Cambridge, Mass. Roberts 
says DEC shipping about 1,200 units per 
month. Expect price cut, both analysts say. 
certainly get some customer push-back 
the price,” admits John Rose, manager 
DEC’s Personal Computing Systems Group. 


The 


Product name: All-In-1 

Price: $81,160 

Specifications: Microvax system for 
users; 5M-byte memory; three RD53 71M- 
byte hard disks; laser printer; All-In-1 
software. 

Introduced: Sept. 1986 

Ship date: December 1986 

Initial outlook: Extends All-In-1 the desk 
top, enabling the Microvax II, Vaxmate, Rain- 
bow, IBM and work together. 


Greco is a Boston-based free-lance writer and editor. 


Vaxmate 


Current status: One several critical low- 
end products that not meeting DEC’s expec- 
tations. Forrester’s McCarthy says the product 
stymied its inability run applications. 
Look for enhancements soon. 


Product name: VAX/VMS Services for MS- 
DOS 


Price: $650-$19,500 

Specifications: Includes MS-DOS 3.1, MS- 
Windows interface, Network/Server software, 
Vaxmate terminal emulation. 

Introduced: Sept. 1986 

Ship date: Sept. 1986 

Initial outlook: Brings MS-DOS applications 
into VAX arena. 

Current status: DEC has been about 
answering questions the product, IDC’s Rob- 
erts says. believes the burning issue 
whether DEC working VMS Services for 
IBM’s OS/2. Marty Gruhn, analyst with The 
Sierra Group, disagrees, saying the real ques- 
tion whether DEC should combine VAX/VMS 
Services with All-In-1. Clearly, the product has 
not sold well hoped, Gruhn says, but she 
believes DEC will solve the program’s problems 
down the road. McCarthy says the product 
too VAX-oriented for most users: “It just 
doesn’t perform, and it’s too 


Product name: LA75 Companion Printer 
Price: $695 

Specifications: Dot matrix printer with five 
printing modes and speeds; dual compatibility 
with DEC and IBM; uses DEC423 serial inter- 
face. 

Introduced: Sept. 1986 

Ship date: Sept. 1986 (parallel-interface 
model November) 
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Initial outlook: Companion Vax- 
mate, printing both MS-DOS and VMS 
files. 

Current status: Doing moderately well, 
says IDC’s Angele Boyd, and should soon 
surpass sales LA50, which runs half 


Product name: Muxserver 100/Dec- 

Price: $10,150 

Specifications: Supports users 
and eight remote terminals, printers 
PCs; 19.2K bit/sec. transfer rate; auto- 
matic error detection. 

Introduced: Sept. 22, 1986 

Ship date: January 1987 

Initial outlook: Complements DEC’s line 
Ethernet terminal servers, including the Dec- 
server 100 and 200. 

Current status: Shipping and will around 
for while; fills void the DEC world. 


Product name: RD54 hard disk drive 

Price: $7,900 

Specifications: 159M-byte, 
drive; average access time 38.3 msec; trans- 
fer rate 625K byte/sec. 

Introduced: Sept. 25, 1986 

Ship date: Sept. 25, 1986 

Initial outlook: Fills gap between 71M- and 
456M-byte disks; targets office, engineering 
and educational environments. 

Current status: Demand good but not 
high DEC expected, according IDC’s Dave 
Vellante. categorized the RD54 transi- 
tion product. waiting for 
see new products emerge, says. 


OCTOBER 1986 
Product name: VAX 8200/8300 Configura- 


Price: $89,000-$169,000 
Specifications: 24-slot VAXBI 
plane; Ethernet networking interface; support 
for 128M bytes memory. 
Introduced: Oct. 1986 
Ship date: Oct. 1986 
Initial outlook: Third enhancement since 
VAX 8200/8300 introduction January 1986; 
provides opportunity for add-on manufacturers 
thinking defying DEC’s licensing plans the 
VAXBI bus. 

Continued next page 
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Current status: longer strategic 
products, says The Sierra Group’s Gruhn. 
Basically, the 8200/8300 has been made 
obsolete VAX 8350, although still 
not clear whether you can upgrade direct- 
from the 8200 the 8350. Gruhn says 
DEC may doing away with earlier VAX 
models too quickly: will start 
say, ‘You can always wait for better 
deal next 

Price was reduced and memory ex- 
panded August; Gruhn expects DEC 
continue push the price/performance 
ratio “to the 1988. 


NOVEMBER 1986 


Product name: Local Area Vaxcluster 
Price: $1,000 for Vaxstation IIs; $1,900 
for Microvax IIs; $9,500 for VAX 
8800 

Specifications: Software that provides 
clustering capabilities for Micro- 
vax IIs Vaxstation IIs and Vaxserver. 
Introduced: November 1986 

Ship daie: January 1987 

Initial outlook: Reinforces DEC’s abili- 
link its computing power across net- 
works well within smaller work 
groups. 

Current status: June, DEC doubled 
the capacity this strategic product from 
nodes 28. Licenses for the new Lo- 
cal Area Vaxcluster are included with 
Vaxstation 2000 and Vaxserver products. 
August, DEC announced the ability 
directly attach all VAX 8000 series sys- 
tems, eliminating the need for Unibus. 


Product name: VAX DEC/MAP 

Price: $12,000-$16,500 
Specifications: Implements seven-lay- 
Manufacturing Automation Protocol 
(MAP) system. 

Introduced: Nov. 12, 1986 

Ship date: January 1987 

Initial outlook: DEC walking tight- 
rope; must stand behind the coming MAP 
standard keep position primary 
vendor factory floor computers but 
trying sell its Ethernet and Decnet 
which not meet all MAP standards 
into the factory environment. 

Current status: Ken Olsen has been 
quoted saying that General Motors 
Corp.’s MAP achieve too much 
technically and too expensive imple- 
ment.” His argument has firm grounding, 
says IDC’s Marcia Brooks, but that 
doesn’t mean DEC/MAP limbo. 
less than whole-hearted 
Brooks says. But, she adds, can’t 
throw out the window.” 


DECEMBER 1986 


Product name: Decmate III Plus 

Price: $5,145 

Specifications: 20M-byte hard drive; 
floppy drive; Gold Key word processing; 
VT100 and VT200 emulation. 
Introduced: Dec. 1986 

Ship date: February 1987 

Initial outlook: Operates stand- 
alone workstation, terminal host sys- 
tem; can also used for document trans- 
fer. 

Current status: Perhaps best summed 
nothing else, satisfies the installed 


base’s need for hard-disk version Dec- 
mate. 


JANUARY 1987 


Product name: RTVAX 8550 

Price: $330,000 

Specifications: VAXBI bus; 6.6 million 
instructions per second (MIPS); 8M-byte 
memory. 

Introduced: Jan. 1987 

Ship date: January 1987 

Initial outlook: Optimizes VAX 8550 
for real-time applications; some say 
competes with Concurrent Computer 
Corp.’s 3280MPS. 

Current status: Bob Randolph, director 
DEC advisory services IDC, says 


BASIS 


Text Information Management System 


BASIS was the first software system 
developed specifically for the storage 
and retrieval large volumes textual 
information. Today, with over 800 instal- 
lations worldwide, BASIS remains the 
ultimate Text Information Management 
System (TIMS) available. Anywhere. 


Design flexibility makes BASIS 
software the ideal TIMS for 
diverse information 
ment needs. 
From the boardroom, the newsroom, 
BASIS’ modular design offers flexibility 
tailoring the application the need. 
Which why BASIS has helped auto- 
mate corporate and technical libraries, 
research and development 
law offices, government 
and agencies, financial and 
companies, publishing concerns, edu- 
cational institutions, manu! 
companies, and primary resource 
industries. 

fact, there really isn’t much BASIS 


early indications spell out greater in- 
creases shipments the 8200 and 
8250 this year than 1986. But even 
greater increases shipments will occur 
the upper end the VAXBI 8000 se- 
ries, including this model. 


Product name: RTVAX 8700 

Price: $398,000 
Specifications: VAXBI bus, 6.6 MIPS; 
8M-byte memory. 

Introduced: Jan. 1987 

Ship date: January 1987 

Initial outlook: Optimizes VAX 8700 
for real-time applications. 

Current status: See “Current status” 
above. 


Product name: VAX 8978 


BASIS ENABLES TEXT AND 


DATA RETRIEVAL FROM 
GROWING WORLD 
INFORMATION. SIMPLY. 
QUICKLY. EFFICIENTLY. 
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Price: $4.8 million* 

Specifications: Eight VAX 8700s, four 
HSC70s, two SA482s, MIPS. 
Introduced: Jan. 20, 1987 


The VAX 8978 


BASIS designed keep pace 
with your world information, 
and, without the constraint 
hardware dependence. 


Because BASIS portable, your applica- 
tions can run many computers, 
minimizing your hardware dependency 
applications increase size...an 
important consideration when you are 
evaluating software for your text infor- 
mation management needs. 


sophisticated BASIS may 
seem, remains system that 
simple use. 


Fast, efficient information retrieval 
possible even the largest databases. 
BASIS uses “fast path” indexing tech- 
niques, providing simple, yet powerful 
query facility that makes complex 
searching easy. Novice and easual users 
may retrieve information and generate 
reports using menus and simplified 
command statements. Advanced users 
may compose freeform query statements 
and generate hoc reports using the 
English-like query and data manipula- 
tion language. BASIS’ help facility 
operates three levels expertise-— 
beginner, advanced and expert you 
always have immediate access 
assistance. 
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Ship date: April 1987 

Initial outlook: Part campaign 
gain ground the lucrative, IBM-domi- 
nated Fortune 500 data processing mar- 
ket; aimed IBM’s high-end 3090 Mod- 
els 200 and 400. 

Current status: What’s important 
the very high-end computing arena par- 
“DEC has some real screamers the 
she says. 


Product name: VAX 8974 

Price: $2.6 million* 

Specifications: Four VAX 8700s; two 
HSC70 I/O processors, SA482 Storage 
Array; supports more than 1,000 users; 
MIPS 


Introduced: Jan. 20, 1987 


BASIS systems are easily imple- 
mented, becoming quickly pro- 


ductive. And, that makes sense. 


One the best benefits selecting 
BASIS for your TIMS the ease with 
which BASIS can implemented and 
tailored your existing applications 
environment. And, many MIS/DP 
managers have discovered, BASIS even 
provides applications opportunities for 
end users, thanks BASIS’ fully inte- 
grated applications development facili- 
ties. Once implemented, BASIS 
databases are easily modified without 
disrupting systems operations. New files 
and record fields may added 
changed without reloading data. 


BASIS accurate, efficient, 

and secure. 

Password protection and privilege code 
access secure BASIS installations the 
database, index, record and field levels, 
satisfy the most particular confiden- 
requirements your databases. 


you like what BASIS can 
for TIMS, then you'll love 
what DM® can for DBMS. 


SEPTEMBER 1987 


Ship date: April 1987 

Initial outlook: Should help increase 
penetration financial services market- 
place. 

Current status: See “Current status” 
above. While the 8974 and 8978 should 
help increase DEC’s popularity the For- 
tune 500 market well financial 
services, the new models’ impact won’t 
stop there. 


Product name: SA482 Storage Array 
Price: $84,000 

Specifications: Stack four 
2.5G bytes storage; linear density 
13.6 million bit/sq in.; 5.5-sq-ft rack; av- 
erage seek time msec. 

Introduced: Jan. 20, 1987 

Ship date: Jan. 20, 1987 (or May 


BASIS TEXT INFORMATION 
MANAGEMENT SYSTEM. 
HIGH TECH. TOUCH. 
VERY USER-FRIENDLY. 


Initial outlook: Opened the door 
disk subsystem. 
Current status: Normal ramp-up, al- 
though availability not tremendous for 
some customers, IDC’s Vellante says. 
DEC should producing 30,000 
40,000 units per year and not quite 
there yet, says. 


Product name: Decwindows 

Price: Not announced 

Specifications: Not announced. 
Introduced: Jan. 20, 1987 

Ship date: Not announced 

Initial outlook: Will eventually estab- 
lish standard DEC user and application 
interface for all DEC desktop computers; 
goes step beyond DEC’s Jan. en- 


the first relational DBMS with 
full-text handling capabilities integrated 
with complete database management 
facilities. provides superior integrity 
constraints, security features and maxi- 
mum data independence for program- 
mer independence DBMS 

BASIS and are both products 
from the minds Information 
Dimensions, Inc., subsidiary 
Battelle—since 1929, the 
preeminent independent 
research facility the world. 


This proud heritage your assurance 
the BASIS and systems are truly 
representative the most innovative 
development software technologies 
available for TIMS and DBMS applica- 


tions. And, Information Dimensions 


provides network marketing, tech- 
nical services and systems support, with 
offices and personnel 


need know who, what, 
where, when, why...then cal 
Information Dimensions, NOW. 
CALL TOLL-FREE 
1-800-DATA MGT 


call collect 
(614) 761-7300 


Dimensions Inc. 
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dorsement MIT’s Windows system. 
Current status: “It’s essentially vapor- 
ware,” says. strategic intent 
wonderful sometime the fu- 
Nevertheless, Decwindows criti- 
cal DEC’s overall integration theme. 
Expect see pop the Vaxmate 
and the Microvax 2000 and eventually 
bundled with All-In-1, Gruhn says. 


Product name: VAX RDB/VMS Ver- 
sion 2.2 

Price: 
Specifications: SQL interface; VAX 
precompiler; support for distributed data 
base management capabilities. 
Introduced: Jan. 20, 1987 

Ship date: Jan. 20, 1987 

Initial outlook: Emphasizes DEC’s 
commitment Codasyl-compliant data 
base software and its more recently intro- 
duced relational data base product. 
Current status: Pulling growing share 
the market away from competitors In- 
gres, from Relational Technology, Inc., 
and Oracle, from Oracle Corp. From 
performance standpoint, holds its own 
against its relational rivals. 


Product name: VAX DBMS Version 


3.2 

Price: $10,920-$54,600 
Specifications: Direct control place- 
ment data; enhanced statistics pack- 
age. 

Introduced: Jan. 20, 1987 

Ship date: Jan. 20, 1987 

Initial outlook: run twice fast 
earlier versions and more easily restruc- 
ture data bases. 

Current status: candidate for the 
“aging product” category, VAX DBMS 
losing sales its relational cousin, 
RDB/VMS 


Product name: VAX Data Distributor 
Price: $1,800 (Vaxstation $27,000 
(VAX 8800) 

Specifications: Works with RDB/VMS, 
RDB/ELN, VIDA; two methods data 
distribution; centralized storage. 
Introduced: Jan. 20, 1987 

Ship date: February 1987 

Initial outlook: DEC becomes com- 
petitor one the two most hotly con- 
tested arenas its own third-party data 
base software market; first step toward 
VAX distributed data base. 

Current status: far, operates only 
one way, distributing data from host 
data base, but has provision for updat- 
ing. Band-Aid solution aimed IBM’s 
Distributed Data Management. 


Product name: VAX SQL Software 
Price: $1,770-$35,400 

Specifications: Interactive data ma- 
nipulation and data-definition languages; 
compatible with VAX RDB/VMS and the 
VAX-to-IBM Data Access product called 
VIDA. 

Introduced: Jan. 20, 1987 

Ship date: Spring 1987 

Initial outlook: DEC becomes com- 
petitor the second most hotly contested 
arena its own third-party data base 
software market; first implementation 
SQL. 

Current status: doing astonish- 
ingly well,” says Shaku Atre Atre In- 
ternational Consultants, Inc. 

SQL must-have item for DEC, 
which trying win back market share 
from established relational vendors Ora- 
cle and Relational Technology with 

Continued next page 
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combination VAX SQL software and its 
RDB/VMS. 


FEBRUARY 1987 


Product name: Vaxstation 2000 

Price: $5,400 ($4,600 with 15-in. mono- 
chrome monitor) 

Entry level: Microvax 
CPU chip with floating-point unit, 4M- 
byte memory, VMS and Ultrix; 
custom chips; 0.9 MIPS; 19-in. mono- 
chrome monitor. 

Introduced: Feb. 10, 1987 


The Vaxstation 2000 workstation 


Ship date: March 1987; December 
1987 (15-in. monitor) 
Initial outlook: For the most part, re- 


places monochrome. Vaxstation 


Viewed some aggressive positioning 


the workstation market against the 
likes Apollo and Sun; others say DEC 
still has long way compete 
against these two. 

Current status: DEC slashed its start- 
ing price from about $10,500 $5,400 
for monochrome system, spurring what 
some have called all-out price war 
the low end the workstation market. 
Norman Weizer, senior analyst Ar- 
thur Little, Inc. prices half 
who ever heard 


Product name: Microvax 2000 
Price: $11,100-$20,195 
Specifications: Entry level: Microvax 


The Silent Data Terminal Series from Texas Instruments. 


Next time you take off, 
take the DEC connection. 


Talk about convenience for the DEC 
user. TravelMate™ 1200 display, 
printer and communications all rolled 
into one lightweight, go-anywhere 
package that emulates VT-100™ video 
terminal. With it, you can access DEC 
computers from just about any remote 
location long there’s phone 
handy. Perfect for on-the-go DEC 
communications. 

The TravelMate 1200 VT-100 emula- 
tion cartridge also includes auto access 
features such stored phone numbers 
and log-on sequences. This actually 
makes your TravelMate-to-DEC com- 
munications easier than using phone. 
And the VT-100 emulation cartridge 
can programmed fit individual 
applications within your DEC operating 
environment. 


The TravelMate 1200 with VT-100 
emulation capability also carries 
impeccable pedigree 15-year 
heritage reliable, rugged design and 
dependable operation. After all, it’s 


Bie 


\ 
member the Silent 700 Series Port- 
able Data Terminals family from Texas 
Instruments. It’s definitely terminal 
you can trust. 

next time you have take off, 


take the DEC connection. 
Circle Reader Service Number 51 


For more information the Silent 
700 Series, TravelMate and VT-100 emu- 
lation, call toll-free 1-800-527-3500. 


TEXAS 
INSTRUMENTS 


Silent 700 and TravelMate aretrademarks of Texas Instruments 
VT-100 is a trademark of Digital Equipment Corporation. 
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CPU and floating-point unit, 4M-byte 
memory, 42M-byte hard disk; 1.2M-byte 
floppy; custom chips; 0.9 MIPS. 
Introduced: Feb. 10, 1987 

Ship date: May 10, 1987 

Initial outlook: See “Initial outlook” 
above. 

Current status: With the Microvax 
2000, DEC less likely declare 
out price war. 


MARCH 1987 


Product name: Scriptprinter 

Price: $6,295 

Specifications: laser printer; 
supports Adobe Systems, Inc.’s 
script page-description language and Re- 
gis, ANSI/Sixel and Textronix 4010/14 
protocols; resident typefaces; page/ 


min. 

Introduced: March 1987 

Ship date: May 1987 

Initial outlook: Complements VAX In- 
tegrated Publishing (VIP) work group so- 
lutions. 

Current status: fared well; with- 
the VIP publishing arena, should 
Scriptprinter, IDC’s Boyd says. Here’s 
the issue DEC faces: Would customer 
buy competitor’s product also had 
Postscript and was cheaper? 


Product name: Vaxmate VIP Publish- 
ing System 

Price: $6,670 ($12,190 for VIP Plus in- 
cluding Scriptprinter) 

Specifications: Works with MS-Win- 
dows, MS-Chart, WPS-Plus and Aldus 
Corp.’s Pagemaker; runs under VMS. 
Introduced: March 1987 

Ship date: July 1987 

Initial outlook: DEC’s attempt inte- 
grate electronic publishing from the top 
down and counter desktop publishing 
solutions from IBM, Apple Computer, 
Inc., Wang Laboratories, Inc. and Hew- 
lett-Packard Co., among others. 

Current status: intense demand,” 
IDC’s Joan-Carol Brigham says. Vaxmate 
sales are slow anyway, she adds. 


Product name: Vaxstation Publishing 
Solution System 

Price: $154,060 

Specifications: Six-user 
2000 with Interleaf, Inc.’s Technical Pub- 
lishing Software; diskless. 

Introduced: March 1987 

Ship date: April 1987 

Initial outlook: Tied success Vax- 
station. 

Current status: Huge price drop the 
Vaxstation 2000 should help sales. The 
question remains, How long will DEC 
able hold out with these prices? 


Product name: VAX Departmental 

Publishing Solutions 

Price: $41,691* 

Specifications: Can configured for 

any VAX system with publishing software 

that can accessed from All-In-1; sup- 

ports Information Dimension, Inc.’s Ba- 

sis. 

Introduced: March 1987 

Ship date: March 1987 

Initial outlook: Not packaged system 

but generic umbrella term. 

Current status: Although this the 

high end the VIP series, DEC faces 

much competition here well. From 

systems point view, IBM the main 

competition. Interleaf both friend and 
Continued page 
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foe, IDC’s Brigham says. With Interleaf, 
DEC fine line,” she says. 


Product name: VAX 8250 

Price: $65,000* 

Specifications: VAXBI bus; 1.2 MIPS; 
memory expanded 128M bytes using 
1M-bit chips. 

Introduced: March 1987 

Ship date: March 1987 

Initial outlook: Replaces VAX 8200, 
helps DEC fill holes VAX line and main- 
tain price/performance advantages over 
IBM’s 9370. 

Current Randolph says 


suspects that users who have “run out 
steam the Microvax are buying 
the 8250. Throughput increased (DEC 
claims 40%) August via expanded 
high-density memory. Price reduced 
$92,000 from $96,000 for 16M-byte 
configuration. 


Product name: VAX 8350 

Price: $88,000* 

Specifications: VAXBI bus; MIPS; 
memory expanded 128M bytes using 
chips. 

Introduced: March 1987 

Ship date: March 1987 

Initial outlook: Replaces VAX 8300; 
see above. 

Current status: Compared with the low 
and high ends the VAXBI line, only 


Your PCs and terminals 
to your VAX: 
Your networks too 


How make them 
work together. 


this 


415-841-9594 


moderate increases shipments are ex- 
pected for the mid-range systems the 
8300, 8350, 8500 and 8530 this year 
over 1986, according IDC. 

Throughput increased (DEC claims 
40%) August via expanded high-densi- 
memory. Price reduced $124,000 
from $132,000 for 32M-byte building- 
block system. 


Product name: VAX 8530 

Price: $291,000* 

Specifications: VAXBI bus; MIPS; 
50% reduction footprint size ft; 
memory expanded 256M bytes. 
Introduced: March 1987 

Ship date: March 1987 

Initial outlook: Replaces VAX 8500; 
see “Initial outlook” for VAX 8250. 


Ask for department 


business helping customers 
logically, affordably integrate all 
these resources. 

using the VAX® the network 
foundation, we can show you a 
sensible solution that puts you 
control. 

From the ability easily run 
software like Lotus 1-2-3™ VAX 
terminals, having simple networks 
that let you connect PCs to your VAX, 
to maintaining a growing solution 
that allows your VAX to connect a 


Circle Reader Service Number 53 


variety terminals, PCs and local 
area networks. 

Our free brochure gives you the 
whole story. 


Virtual Microsystems, Inc. 
2150 Shattuck Avenue, Suite 300 
Berkeley, 
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Current status: See status” 
above. Price reduced August 
$342,000 from $347,000 for 32M-byte 
system. 


Product name: Industrial VAX 630 
Price: $32,615* 

Specifications: Sealed, passively cooled 
Microvax with floating-point processor; 
5M-byte memory; 71M-byte disk. 
Introduced: March 24, 1987 

Ship date: July 1987 

Initial outlook: Moves VAX processor 
family and Decnet onto the factory floor. 
Designed for supervising controlling 
group similar tools manufacturing 
cell. 

Current status: factory tool of- 
fering probably the’ strongest any 
computer vendor,” says Tony Friscia 
Advanced Manufacturing Research. 


Product name: Industrial VAX 620 
Price: $11,330 (diskless); $23,930 (with 
71M-byte disk) 

Specifications: Sealed, passively cooled 
real-time VAX with floating-point proces- 
sor, 1M-byte memory, six slots. 
Introduced: March 24, 1987 

Ship date: July 1987 

Initial outlook: Developed control 
robots and other devices that require 
real-time response time. 

Current status: See status” 
above. 


Product name: Industrial PDP-11/83 
Price: $29,315* 

Specifications: Sealed, passively cooled 
MicroPDP-11/83 with floating-point pro- 
cessor; 2M-byte memory; 71M-byte disk. 
Introduced: March 24, 1987 

Ship date: July 1987 

Initial outlook: factory floor version 
processor previously used manu- 
facturing plant computer rooms. 

Current status: “DEC keeping faith- 
IDC’s Brooks says. won’t 
ever pull the plug the PDP there are 
too many out 


APRIL 1987 


Product name: Dectalk Voice Re- 
sponse System 

Price: $40,000* 

Specifications: Microvax II, 5M-byte 
memory, 71M-byte hard disk; sup- 
ports two eight Dectalk channels. 
Introduced: April 13, 1987 

Ship date: April 13, 1987 

Initial outlook: Works with Dectalk; 
designed access data bases via Touch- 
Tone phones. 

Current status: Arthur Little’s 
Weizer reports that the product not 
big winner, from what can surmised 
far. 


Product name: Metrowave Bridge 
Price: $28,000 

Specifications: 23-GHz microwave 
link; connects Ethernet LANs between 
buildings miles apart; 10M bit/ 
sec. throughput. 

Introduced: April 13, 1987 

Ship date: June 1987 

Initial outlook: Expands LAN 
Bridge 100. 

Current status: “Just one more way 
get from Point Point B,” says Dave 
Terry, editor the 
newsletter. Not technological feat for 
DEC strategic advantage, says, 
but useful terrain which stringing 
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fiber-optic cable not practical. 


Product name: VT340 color terminal 
Price: $2,795 

Specifications: Dual sessions, built-in 
color graphics editor, resolution 800 
500 pixels; interconnects IBM world. 
Introduced: April 21, 1987 

Ship date: May 1987 

Initial outlook: Replaces VT241; DEC 
playing catch-up with competition 
extent. 

Current status: The VT300 series in- 
cludes features the competition has sport- 
for year, IDC’s Diane Farrell says. 
But DEC has added one very important 
feature: dual-session capability. Farrell 
also impressed the much-improved 
graphics (i.e. the chip”). Expect 
see some heavy competition for the 
new models this fall, she says. 


Product name: VT330 terminal 
Price: $1,895 
Specifications: Dual sessions; graphics 
four shades gray; stores six 
screen pages; resolution 800 500 
pixels; interconnects IBM world. 
Introduced: April 21, 1987 

Ship date: May 1987 

Initial outlook: Replaces VT240; DEC 
playing catch-up with competition. 
Current status: See “Current status” 
above. With the monochrome model, 
approaching price range 
people are getting Farrell says. 
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Product name: VAX Document 
Price: $1,350-$32,400 
Specifications: Standard mark-up lan- 
guage; standard error messages; multina- 
tional character set. 

Introduced: May 11, 1987 

Ship date: September 1987 


Initial outlook: Aimed high-end 


technical publishing environment. 
Current status: Shipping two months 
late. 


JUNE 1987 


Product name: VAX Supercomputer 
Gateway 
Price: $180,000* (DEC hardware), 
$2,500/month (Cray Research, Inc. soft- 
ware) 
Specifications: VAX 8250 with 20M- 
byte memory; memory-to-memory trans- 
fers byte/sec. 
Introduced: June 1987 
Ship date: July 1987 
Initial outlook: Faster link Cray 
supercomputer; seen some stra- 
tegic move against IBM, Convex Comput- 
Corp., Alliant Computer Systems 
Corp. and others. 
Current status: long lead times ex- 
pected shipping, according George 
Weiss, program director the Gartner 
Group, Inc. Stamford, Conn. says 
anything DEC can make the cou- 
pling between itself and Cray more secure 
DEC’s advantage. IDC’s Donald Bel- 
lomy says, gets what amounts 


Product name: Color Vaxstation 2000 
Price: $7,900-$11,900 
Specifications: Microvax chip set; 
4M-byte memory; 15- 19-in. monitor; 
four-plane, 
1,024- 864-pixel resolution. 
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Introduced: June 16, 1987 

Ship date: October-December 1987 
Initial outlook: First break $8,000 
price barrier for color workstations; pre- 
emptive strike against low-end worksta- 
tion vendors and makers such IBM 
and Apple. 

status: Price must down 
proportion other products’ drops. 


Product name: IBM Network Inte- 
gration Package 

Price: $1,195 

Specifications: Includes Ethernet con- 
troller module, LK250 keyboard, MS- 
Windows, mouse, VT220 emulation. 
Introduced: June 15, 1987 

Ship date: June 15, 1987 

Initial outlook: Central DEC’s suc- 


Unequalled Density Offered for 

VAXBI-Compatible Systems 

Now Clearpoint provides VAX 8200 and 

8300 users with choice memory 

densities unmatched price savings, with 

equal better 

Density Available 

with Array Car 

The VBIRAM offers the maximum 

memory density using array cards. 

Clearpoint also offers slots 

Only One Node per 

Memory Subsystem 

would consume half all the 

nodes for memory. DEC cannot deliver 

needed. Clearpoint offers 128 

using only one node, all 

systems and 


and Trade-up 
Clearpoint lets you upgrade existing 
re-using the BIIC (Bus Interconnect 
Interface Chip), customers are assured 
100% VAXBI compatibility. The 
Clearpoint trade-in program 
the maximum value for their 
Clearpoint and the most for your 
DEC 
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cess extending its proprietary architec- 
ture environments. 
Current status: Shipping one quarter 
late following delays testing and evalua- 
tion. 


Product name: Vaxserver 100 

Price: $65,000 

Specifications: Microvax chip set; 

memory; 456M-byte hard disk 

Introduced: June 16, 1987 

Ship date: July 1987 

Initial outlook: Designed server 

and/or boot node Local-Area Vaxclus- 

ter, Decnet NFS/Ultrix environment. 

Current status: Alongside the exten- 

sion Local Area Vaxclusters 

nodes (from 14), the Vaxserver 100 bol- 


= 


Memory per node 128 
Memory per 5 BI slots 20 MB 128 MB 
Read stall cycles 
Future expandability Yes 
Full bit Yes Yes 
correction and double 

bit detection 

Warranty 


Year Lifetime with 
hour 
Marginal cost per less than $800 
“at list price. 


Visit WEST Booth #1315 


CLEARPOINT INC. 


South Street Hopkinton, 01748-2204 
U.S.A. 1-800-CLEARPT Telex: 298281 CLEARPOINT UR 
FAX: 617-435-6184 
Massachusetts 


(31) 23-273744 Telex: 71080 CLPT NL 
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sters the position the Vaxstations. 
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Product name: VAX LISP Version 2.2 
Price: $2,400* 
Specifications: Enhanced version 
VAX LISP (Common LISP) offers 20% 
performance increase over Version 2.1; 
runs under VMS and Ultrix; allows users 
integrate artificial intelligence tech- 
niques with existing systems. 
Introduced: July 1987 
Ship date: July 1987 
outlook: Lowers entry cost for 
VAX-based applications. Requires 
purchase separate runtime licenses. 
Continued page 


There Difference! 

totally unique VBIRAM 

memory upgrade subsystem separates the 

memory controller from the memory 
arrays. The controller communicates with 
the memory arrays over the 
connectors the VAXBI backplane, 
thus highly reliable 
connection with cables. Memory sizing 
done automatically without switches 

or jumpers. 

All Clearpoint 

Reliability 

All Clea memory products are 

warranted for the lifetime the system. 

Full customer support service, including 

24-hour repair/replacement policy, 

available. 

Write call for the complete 

VBIRAM information kit containing: 

OThe VBIRAM User’s Manual offers 
detailed technical information 
installation, operation, performance, 
and diagnostic testing. 

OThe full-color, 24-page Catalog and 
Memory Selection Guide. 

OThe 60-page Designer’s Guide 
Add-in Memory. 


VAR 
ital Equipment Corporation. 
VBIRAM is a trademark of Clearpoine, Inc. 


This Ethernet 
Terminal Server talks 
DG, and 


The universal terminal 

device server for Ethernet LANs. Manages network 

connections, resolves operating incompatibilities 
and automates port contention for any mix eight 
asynchronous RS-232-C devices. 


Plug-in FEATUREPAK ROM cartridge instantly 

loads choice TCP/IP XNS/ITP protocol 
software. Provides convenient distribution 

software updates. tape floppy disk needed. 


Fully compatible with TCP/IP software running 
Digital, Hewlett-Packard, Data General, and 
IBM hosts. 


DEC. VAX and MicroVAX are trademarks of Digitial Equipment Corporation. IBM is a of International 


Low profile enclosure (only makes ideal 
for less-than-ideal installation environments. 


complete the connection DEC’s VAX and 
MicroVAX systems, and MICOM’s Instanet 
family Data PABXs. 


Call order specially priced 
introductory package. 
Call Kathy 


TALK 


Compatible MICOM-Interlan plug-in controllers 


Business Machines Corporation, MICOM and FEATUREPAK are trademarks of MICOM Systems, Inc. t 
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Product name: PDP-11/84E 
Price: $16,000* (5%-in.); $20,000* 

Specifications: Series based PDP- 
11/84 CPU with nine-slot backplane; 
packaged rack mount; also 
available 27-slot packaging; 
supports 5%-in. form factor; 
bytes memory; Unibus adapter. 
Introduced: July 1987 

Ship date: July 1987 

Initial outlook: DEC signaled its con- 
tinued commitment the PDP-11 line 
with this announcement, which says 
provides the basis for building-block ap- 


TOUGH 


CONTINUED FROM PAGE 


back his suburban house until 
Day DEC Lowered the Boom.” 

DEC had always been happy sell him 
the hardware needed patch together 
turnkey systems for retailers. what 
didn’t order very much. DEC for en- 
gineers, right? And he’s engineer, 
right? Wasn’t that enough? 

Suddenly wasn’t. The new strategy 
set minimum figure half-million dol- 


OEM, and didn’t make the cut. 
been doing business with that company 
for years, and they don’t kiss off 


person. And even went MIT with 


MORE racetrack- 


plaid jackets DEC 


sales calls; these guys 
are dressed kill. 


Olsen!” moans. 

Without official OEM status, says, 
he’s nobody. more product informa- 
tion, more hot line, more applica- 
tions development seminars and, espe- 
cially, more discount. cut all 
loose the distributors, and these 
guys all want their cut. It’s getting that 
smaller guys like can’t make cent 
this market,” says. 

All this will come back haunt DEC, 
predicts, with more than hint sour 
grapes. where the leading edge 
applications development has typically 
been not with the large users, but with 
the small OEMs like me. Once we’re cut 
out the action, how long can until 
DEC gets into the same trouble that IBM 
was during the mid-1970s?” 

It’s not DEC wants him back 
someday, either: While the cutoff for old 
OEMs was $500,000, you can’t get rein- 
stated unless you sell million worth 
DEC hardware year all without the 
benefit discounts. 

One more thing about doing business 
with the new DEC. The clothes have 
changed. more racetrack-plaid jackets 
sales calls. Instead, these guys are 
dressed kill, with sleek wingtips, blue 
suits and yellow ties with red dots like 
spatters opponents’ blood. 

And never, ever, any shirt that’s any- 
thing but white. 

Sound familiar? 
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32- 48-user systems with series 
isk drives and series tape drives 
range from $55,000 $75,000. 


Product name: MicroPDP-11/53 Plus 
Price: 

Specifications: Boosts memory 
bytes from 500K bytes existing 
models; supports full-height stor- 
age devices and DHQ11 Q-bus communi- 
cations controller. 

Introduced: July 1987 

Ship date: July 1987 

Initial outlook: DEC claims 25% per- 
formance increase over similarly config- 
ured MicroPDP-11/53 the same price. 
Targeted price-sensitive applications 
such industrial process control and 


answers to: what all those 
specifications really mean terms 


honest value for your dollar. 


density, EDC vs. Parity, and power 


trademarks of 


Sun is a trademark of Sun Microsystems. 


proach system configuration. Prices for 


The Designer’s Guide 


Add-in Memory will 
invaluable anyone who has waded through 
product literature buy memory board. 
provides 


performance; how look for reliability and 
quality control product; and how get 


The Guide contains More than thirty pages 
facts you should know over buses 
Memory designs for high performance 
applications—over pages technical 
details, calculations, charts and formulas 

Management/Design considerations and 
reliability issues—from build vs. buy open 
vs. proprietary architecture Four major 
factors selecting product—features 


requirements and The business side— 

economy, ease-of-use, delivery and more. 

DEC, MicroVAX VAX, PMI-Bus, Q-Bus, are registered 
Digital Equipment Corporation. 


IBM PC/RT is a registered trademark of International Business 
Machine Corporation. 


COMPUTERWORLD 


real-time technical applications that 
not require the cache the MicroPDP- 
11/73. 


AUGUST 1987 


Product name: LJ250 printer 

Price: $1,695* 

Specifications: Color ink-jet printer 
with serial interface (parallel interface 
model LJ252); prints seven colors 180 
dot/in.; supports ANSI/Sixel and color 
protocols, Regis graphics, HP-PCL proto- 


col. 

Introduced: Aug. 25, 1987 

Ship date: October 1987 

Initial outlook: Text-only documents 


Our New Catalog 


print 167 char./sec. This device 
for use with VAXs, Vaxmates, Micro- 
vaxes and Vaxstations well PCs 
and compatibles under MS-DOS. 


Product name: VT320 terminal 

Price: $545 

Specifications: 14-in. 
monochrome text terminal; green, amber 
display; and 132 col- 
umns with display lines; compatible 
with Decconnect, VT100 and VT220 
software. 

Introduced: Aug. 25, 1987 

Ship date: October 1987 

Initial outlook: Lowest priced member 
VT300 family replaces VT220 Text 
Unit but costs 30% less. Price includes 
one-year warranty. 


ucts. 


IN MEMORY SEL ECTION 


The Clearpoint Catalog 


and Memory Selection 


Guide colorful and comprehensive 
technical brochure presenting the full 
spectrum Clearpoint products, 
manufacturing procedures, customer support 
services, and specifications. 
DEC compatible products include: 
MicroVAX Il, VAX 8200/8300, 
VAX 8600/8650, VAX 780 and 750, 


Unibus, PMI-Bus, and Q-Bus. 
high performance memory: 
VMEbus, IBM PC/RT, VERSAbus, Sun 


CLEARPOINT INC. 


Microsystems, and Apollo DN3000. 
Write Call for Your Copies 


South Street Hopkinton, 01748-2204 


Find Out Why Clearpoint 
Should Your Vendor 


Circle Reader Service Number 56 


U.S.A. 1-800-CLEARPT Telex: 298281 


FAX: 617-435-6184 


Massachusetts 617-435-5395 
Europe 
Telex: 71080 CLPT NL 


Clearpoint B.V. (Netherlands )(31)23-273744 
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NEXT MONTHS 


MARTY GRUHN 


ust what will the future hold for DEC us- 

ers, and what new and innovative prod- 

ucts and directions will emerge the 

coming year? Part the answer lies 

understanding that DEC’s future prod- 
ucts will firmly anchored the solutions the 
company provides today. 

The net effect DEC’s forthcoming prod- 
ucts will new generation solutions that 
are carefully built the foundation existing 
investments and strategies. Thus, from one 
perspective, DEC’s new products will look 
much like the company pursuing business 
usual. the other hand, DEC does have few 
twists its sleeve change the view corpo- 

rate and departmental computing. 


Workstations 

DEC has had one significant Achilles’ heel, 
has been the inability establish presence 
the desktop with DEC solutions. DEC’s early 
foray into this market now legendary. Prod- 
ucts like the Rainbow and the Professional per- 
sonal computer met with limited success, even 
DEC accounts. The Vaxmate, late market 
-and originally plagued with technical difficulties, 
has also failed provide the company with 
much-needed critical mass. Despite these set- 
backs, the company has renewed its commit- 
ment capturing the and has done 

the most interest the recent decision 
switch its focus from fighting the battle re- 
place the personal computer focusing cap- 
turing the millions existing users. 
achieve this coup, DEC will rely extensively 
its All-In-1 product, enhancing this offering 
provide more flexibility and integration 
wellas better price/performance. 

VMS versions the most popular pack- 
ages should also begin emerge during the 
next year, complete with innovative licensing 
strategies that use the power technology 
monitor the number active users. Thus, 
DEC’s strategies will rely capturing us- 
ers less the desktop level and more the 
work group and departmental levels. 

addition attending the integration 
issue, the Vaxstation 2000 will also emerge 
catalyst 1988, migrates from the techni- 
cal environment into business-oriented work- 
station for commercial markets. era 
confusion which the PC’s clout is, least 
temporarily, the wane, future price cuts will 
position the Vaxstation 2000 solution that 


Gruhn is vice-president of The Sierra Group, a Tempe, 
Arizona-based consulting and research firm. 


can provide significant added value. 

The product’s high-resolution display pro- 
vides platform for future compound-document 
and image products delivered DEC, and 
its memory capacity offers the brute perfor- 
mance needed run these next-generation ap- 
plications. important, the Vaxstation 2000 
offers transparent compatibility with DEC’s 
larger solutions and future that will also in- 
clude access PC-oriented applications avail- 
able DEC-provided servers. 

How DEC will provide transparency among 
its various workstations also illustrates the 
company’s future desktop strategies. While 
slipped into the market with minimal fanfare, 
the Decwindows interface represents founda- 
tion product for the future. Due for rollout the 
next few years, this interface will assure that all 


ONGOING battle 
with IBM, DEC geared 
match the maneuvers 
only significant com- 
petitive other main- 
taining connectivity 
SNA environments 
and support for other IBM 
standards, such 


workstations attached DEC environment 
will provided with consistent operating en- 
vironment. Thus, Vaxmate, IBM Personal 
Computer and Vaxstation 2000 users will 
able see the same interface, regardless 
their technology base. 


VAXs 

current claim fame has been largely 
based single phenomenon the popularity 
its VAX product family. This year, the com- 
pany initiated its new strategy push the price/ 
performance curve announcing more power- 
ful VAX models successively lower prices. 

the low end, DEC even set new price 
points via its Microvax 2000. the future, 
DEC will continue its strategy push its tech- 
nologies even further, set new standards for 
competitors and provide systems that will 
attractive whole new range users. 

peek into the future suggests that DEC’s 
activities its VAX line will move two direc- 
tions and down. First, the company will 
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continue leverage the price/performance of- 
fered its popular Microvax series. 

The new Microvax 3000 series, the third 
generation the Microvax, announced 
Decworld, will offer 3-million instructions per 
second (MIPS) performance (the Microvax 
rated just under MIPS) well the bene- 
fits CMOS technology. Based sophisti- 
cated new chip that nearly three times 
powerful that the Microvax II, the machine 
will expand the range the Microvax product 
family well beyond that IBM’s existing 9370 
Model 90, where DEC’s current 8000 series 
does not always have price advantage. 

This move suggests that DEC’s current 
8000 series will soon repositioned dedicat- 
IBM 4381- and 3090-class competitors 
which should provide some headaches for 
DEC’s current competitors and interest- 


ing new market challenge for the company. 


DEC’s forthcoming VMS 5.0 will also set the 
stage for new era VAXs that will deliver 
parallel processing networked users work 
groups, departments and data centers. These 
systems will also the centerpiece for future 
support high-performance DEC worksta- 
tions, which may Microvax 3000 the 
desk. Activities the disk drive arena also sug- 
gest that DEC’s new high-end offerings will 
likely receive substantial boost perfor- 
mance via faster drives waiting the wings. 

While DEC pushes its product range into the 
very high end, the company will also maintain 
its commitment departmental and, more im- 
portant, work group computing. DEC’s future 
directions will based providing more cost- 
effective work group-oriented solutions built 
around local-area Vaxclusters supporting multi- 
ple, often application-specific, small VAXs. 
Here, new Microvax solutions will targeted 
providing attractive entry-price points and 
feature maximum price/performance. 

Just important, high-growth environ- 
ments will longer require expensive up- 
grades larger VAX. Another small VAX will 
simply added expand the networked envi- 
ronment. Thus, DEC will transition its 
networking from interconnection 
agents integral part any DEC solution. 
further support these new scenarios, DEC 
will focus installation enhancements making 
its systems easier use and install first-time 
and/or nontechnical end users, well en- 
hanced network management tools supporting 
remote management highly skilled staffs. 


Local-area networks 

there single trend DEC’s strategy and 
products, the company’s attention repo- 
sitioning its networks integral part its 
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computing solutions. Having laid its tech- 
nical foundation during the first half the 
1980s, future activities will largely fo- 
cused enhancing and expanding these 
existing offerings. 

Decworld, DEC will lay the ground- 
work for new products that will support 
wide-area networking requirements and 
position DEC provider enterprise- 
oriented solutions Systems Network 
Architecture (SNA). Decnet Phase 
expected support high-speed high-level 
data link control circuits position Dec- 
net backbone network for multiven- 
dor environments. The firm also 
boost its support industry standards 
and despite the faux pas 
the press will maintain high-profile 
commitment providing reasonably 
open networking environment. 

DEC well aware that today’s 
networking solutions are unlikely sup- 
port future applications requirements. 
address high-volume applications such 
image and voice, DEC will soon announce 
support for fiber-optic networking media, 
technology that will prove equally criti- 
cal supporting the company’s future 
parallel processing environments. 

the short term, Decnet supports un- 
shielded twisted-pair wire speeds 
10M byte/sec. And DEC will also clari- 
its plans for Integrated Services Digital 
Network, CCITT X.21 and IBM’s Net- 
bios protocols. 

Finally, its ongoing battle with IBM, 
DEC geared match the maneuvers 
its only significant competitive other 
maintaining connectivity within SNA en- 
vironments and support for other IBM 
standards; such LU6.2. 


Software 

Since DEC believes software the users’ 
most significant investment, the company 
committed becoming premier sup- 
plier business-specific solutions. look 
the company’s current pricing strate- 
gies provides ample illustration the 
company’s belief software water- 
shed issue. The five-year cost any VAX 


configured for the office least 50% 


software and 50% hardware. such, us- 
ers who opt for DEC solutions today are 
already making substantial investment 
DEC’s view the future. 

with many its technologies, 
DEC’s future software scenarios are 
largely based products currently avail- 
able, albeit not necessarily well integrat- 
ed. Key products include the Decwindows 
interface, whose charter bring DEC’s 
existing and future software offerings to- 
gether sometime the future. 

Also critical will new versions 
DEC’s All-In-1, which will evolve 


GOING OFF 
VAX CAMP? 


Current and potential VAX users will 
targeted three days in-depth tutori- 
als and conference sessions New 
York’s Roosevelt Hotel from Oct. 26-28. 

The VAX Business User Forum will 
cover topics such “Designing Net- 
works with Digital,” the Of- 
and “Introduction VAX-based 
Data Base 

Sponsors the event are the IDG 
Conference Management Group, located 
Framingham, Mass., and Digital News, 
located Boston. 
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more than just office solution; All-In-1 
with new Decwindows interface and 
compound-document support the inte- 
gration agent for business-specific soft- 
ware solutions the future. 

Current activities also illustrate that 
DEC will continue and, fact, accelerate 
its announcement third-party devel- 
oped software aimed specific industries 
and markets. Further, will begin fold 
these solutions under its Decwindows and 
All-In-1 environments they become 
universally available. 

there common theme DEC’s 
future products, that these systems 
will offer more the same the past two 
years’ announcements but new and 
varying configurations. 

Froma technology perspective, DEC’s 


work for you. 
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focus clearly providing successively 
more powerful systems across its entire 
product line and significantly lower 
prices. While there may short-term 
price increases DEC pushes its current 
advantage, the long-term strategy for 
lower cost systems. DEC’s moves may 
accelerated IBM, which will make 
price significant issue 1988. 

This. means that DEC solutions are 
likely more readily available 
generation users. the same time, via 
its future interface and software prod- 
ucts, DEC will provide the integration 
all business solutions demand already 
expressed sea technology-weary 
end users. 

there critical area for DEC the 
future, appears the workstation 


BUY-SELL-SWAP 
section this industry’s Yellow 


Phil Thomas President Thomas Business Systems Boca Raton, Florida. Thomas 
Business Systems buys, sells and leases new and used IBM, DEC and Data General equipment. 
They’ve been doing for years. 


that time, Phil has used many methods getting his message across buyers and sellers. 
He’s advertised several publications off and on. But for years, has advertised regularly 
(an average once every two weeks) Computerworld’s section. 


“We want generate more responses, gain new customers and remind our old customers that 
we’re still out there. chose Computerworld specifically the BUY-SELL-SWAP section 
back 1977 and while we’ve been and out numerous publications since then, stayed 
with Computerworld’s BUY-SELL-SWAP right along. was our main choice years ago, and 
it’s our main choice today and for the future. 


“Computerworld’s BUY-SELL-SWAP this industry’s Yellow Pages. BUY-SELL-SWAP 
reaches computer-involved professionals who are actively looking business our case, 
whether they’re interested buying, selling leasing IBM, DEC Data General equipment. 


“Our results? decided study just where our responses were coming from. looked 
eight publications and determined the cost each response. BUY-SELL-SWAP turned out 
our best value for the money. fact, beat some publications 
two three one. Our tracking proved that reaching our target 
audience with Computerworld’s BUY-SELL-SWAP section.” 


Computerworld’s BUY-SELL-SWAP section. We’re helping more 
dealers reach more buyers and more buyers reach more dealers. 
We’ve been working for Thomas Business Systems for years. can 


For all the facts, call Peter Slingluff, Computerworld Product 
Classified Advertising, (617) 879-0700 today. 


level. Although DEC’s strategies here are 
fairly straightforward, what remains 
seen whether the offerings will actually 
accepted users who are highly PC- 
oriented. 

Price will certainly emerge critical 
factor. DEC’s workstations have never 
been accused being “bargain base- 
And new high-performance addi- 
tions are likely again push the high- 
price curve. 

Also critical will DEC’s support 
software standards. Users have re- 
soundingly demonstrated they are not in- 
terested migrating new technologies 
without dragging along their favorite so- 
lutions. DEC’s greatest challenge for the 
future may lie less its VAXs than its 
ability capture the desktop. 


— Phil Thomas 
Thomas Business Systems 
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BEYOND VAX 
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exception the IBM 360, which 
had inherent 32-bit address 
get the 1990s, history also 
tells that companies try 
evolve their architectures for 
too long. They end with 
100% their user base market 
but declining share the en- 
tire market. Eventually, even 
that market declines users de- 
sert the obsolete machines. 

major computer technology 
generation lasts about decade. 
optimum architecture that lasts 
much longer. While VAX may 
top out, should fine base 
for evolution. 


What will the topping out 
the VAX mean the 
thousands sites commit- 
ted DEC’s single-archi- 
tecture prescription? 

Again, let rely history. 
VAX was major new hardware 
architectural evolution from the 
PDP-11, yet preserved pro- 
gramming interfaces, languages 
and data bases. The same con- 
cept could reapplied even 
DEC changes the underlying 


hope so, because essential. 
The key identify the crucial 
limits VAX and eliminate 
them. Again, might have goals 
similar those used cre- 
ate VAX the first place. The 
only goal would add the origi- 
nal VAX set would the inde- 
pendence the Instruction Set 
Processor 
ture. Just VAX added new di- 
mensions comparison, new 
architecture also must add those 
dimensions comparison. 

would hope new plan would 
address parallelism all forms 
and performance for the scientif- 
and engineering community, 
including the ability collabo- 
rate effectively via the computer 
using high-speed interconnects. 
would handle large scientific 
and engineering data bases. 

radical view data integri- 
and data bases also needed. 
Improvements the cost 
ownership and availability di- 
are quite possible. 
addition, DEC could address the 
mass market for users who want 
great computing environment 
but don’t want become sys- 
tem programmers adminis- 
trators. This would rule out any 
compatibility with MS-DOS and 


“RADICALLY new applications 
should sought that the 
environment and things other 
environment can support.” 


hardware architecture. The pro- 
gram and data base interface 
should transparent users 
adhere certain VAX and VMS 
standards. 

It’s probably important de- 
fine VAX, VMS, compatibility 
and whether new, basic hard- 
ware architecture could used 
implement this environment 
that is, without object com- 
patibility. The problem much 
easier than with the PDP-11 
with the 370 because VMS 
single interface which subsumes 
the network but includes the 
command language, DCL, and 
various languages. Fortunately, 
nearly all programs are written 
high-level language today 
and would compatible. 


Can DEC engineers devel- 
totally new architec- 
ture for the '90s and be- 
yond that will play 
Decnet and run software 
from existing machines? 
Companies with different under- 
lying hardware architectures 
provide existing proof VMS 
user-level compatibility. Cer- 
tainly DEC should able 
this, too. 


Are the engineers work 
such scheme now, 
and so, what the best 


the IBM PC. The has allowed 
everyone relive and retrace 
computing history and be- 
come system administrators 
with all the accoutrements, in- 
cluding large manuals. I’m happy 
avoid this trip back the 
use Apple Macintosh. 


made several com- 
ments about needing high- 
performance VAXs. 
What the biggest VAX 
you can build? 
There are two basic measures 
performance: total processing 
power available single job 
stream other words, 
throughput; and power available 
single job. For the former, 
Vaxclusters partially provide 
this power, but multiprocessors 
extend the range even more and 
more cost-effective fashion. 
Furthermore, multiprocessors 
are starting use parallel pro- 
cessing provide speedup 
single job, which can done ei- 
ther the compiler the user. 
DEC should have already in- 
troduced significant multipro- 
cessor with dozens micro- 
processors, like those 
from Encore, Masscomp, Se- 
quent, Stratus and others. VMS 
multiprocessor operating 
system shouldn’t the limit. 
using the CMOS Microvax, 
more than 100 MIPS [million in- 


structions per could 
put small box. This approach 
would provide least one two 
non-“‘me-too” products. More- 
over, gets the price into the 
$10,000 per MIPS range vs. the 
$100,000 $200,000 range 
typical the large mainframe. 
These ridiculous prices aren’t 
sustainable except for large 
mainframes, where users are 
locked into buying code muse- 
ums and someday the users 
may get smart. 


What markets would such 
machine address? 

DEC seems enamored with the 
commercial and transaction pro- 
cessing markets. Multis are the 
best computers for these mar- 
kets because the applications 
only demand total MIPS for 


large collection jobs. The sys- 


tem has advantages for gener- 
al, interactive job stream such 
program development dem- 
onstrated the multi suppliers. 
The microprocessor inherently 
provides the best cost/perfor- 
mance almost two orders 
magnitude simply look 
the MIPS per chip. 

ganging them and match- 
ing them memory, one can 
get the most power single 
system small fraction the 
cost emitter-coupled logic- 
based computer with few ex- 
pensive processors. also of- 
fers, inherently, much better 
availability characteristics. 


Would such system ad- 
dress all your concerns 
about inadequate scientif- 


and engineering perfor- 


mance? 

Not entirely, but two multis 
could replace entire product 
line and provide 100-MIPS-level 
performance 
better price/performance for the 
user than the current 
approach. 

addition, consistently com- 
petitive compute servers are 
needed, which would run techni- 
cal work the [Cray Research, 
Cray-1 speed range. the 
long run, multi might the 
job, but for now, the vector mul- 
tiprocessor the main .in 
effect, another Crayette. 


What the largest uni- 
processor VAX that can 
built? 

The speed uniprocessor, 
such the VAX 370, cor- 
related with the clock speed. 

high-end machine with 
40- 60-MHz clock could prob- 
ably built and still the 
mini price range with power 
two three times the current 
models. 

Note that the current [IBM] 
3090 uses about 60-MHz 
clock, and the Cray XMP clock 
almost twice fast, although 
both have roughly the same sca- 
lar speed. Clock speed isn’t al- 
ways good indicator. 


Could you look retrospec- 
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tively what DEC might 
have done the four 
years since you left? 

Let provide own refer- 
ence point first. 

been involved with 
bunch new computers, three 
which are the market, plus 
several start-ups that are creat- 


VAX gave DEC monopoly 
much the same way that the 360 
gave IBM product monopoly 
the ’70s that only lasted de- 
cade. DEC should compare its 
products with the best small 
companies, not old-line suppli- 
ers. 

Thinking VAX can all 


THE VAX FAMILY 
the past year, DEC has introduced seven VAXs (performance 
are based the VAX-11/780 the company’s unit 
measure; DEC does not use MIPS*) 


INFORMATION PROVIDED BY DEC 
CW CHART 


ing new markets. All the com- 
puters provide more capabilities 
than VAXs, and the engineering 
has been done fraction 
the time and budget DEC 
product designs. Aside from the 
evolutionary extensions and 
products, would have probably 
urged for greater innovation and 
carried enough experiments 
have selected VAX archi- 
tecture 1986, with bench- 


would have 
probably urged 
for greater inno- 
vation and car- 
ried enough 
have selected 
VAX architec- 
ture 


marking now and delivery ’88 
after the 780. 


Would VAX reduced 
instruction set computing, 
RISC, based? 

Probably. 


What other big issues face 
DEC the future? 

Thinking VAX the end, not 
simply the best thing around to- 
day, enormous hurdle. 
While nothing yet the mar- 
ketplace challenge it, several 
new systems and will. This 
thinking leads arrogance. 


old IBM applications being con- 
verted VAX just because VAX 
better than the 360. Radically 
new applications should 
sought that build the environ- 
ment and things other en- 
vironment can support. Also, un- 
derstanding the limits that come 
from new uses critical VAX 


Being enamored with the 
commercial interests and not at- 
tending the scientific and en- 
gineering base, especially the 
universities. The commercial 
market tolerates high prices for 
higher performance, but they 
are unique. The technical mar- 
ketplace far more demanding 
products. 

Poor presence the desk, 
and even picking MS-DOS and 
[Intel Corp.’s] 80286 80386 
implement. don’t see what 
another clone brings the mar- 
ketplace certainly not profit- 
ability. Service revenue can 
obtained simply going into 
that segment the service busi- 
ness. Integration with thé Apple 
important. 

Responsive, efficient and 
creative manufacturing still ap- 
pear nonexistent. While 
DEC probably worse than 
the average, it’s not adequate 
compete the when the 
Japanese and others arrive. 


That's big set worries. 
Are you optimistic? 
Certainly. They are making lots 
money, have lots cash and 
exceptional people. All they need 
challenge. The plethora 
new start-ups certainly provides 
that. 
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BEYOND VAX: 


CONVERSATION WITH GORDON BELL 


ordon Bell, 53, legendary figure 

around the halls DEC, even though 

last worked there four years ago. 

head DEC’s engineering effort the 

1970s, Bell formulated the company’s 
VAX strategy and shepherded its introduction 
and implementation. That strategy remains the 
foundation DEC’s product line and marketing 
efforts. The company insists this strategy 
flexible and durable enough take DEC into 
the next decade and beyond. 

Computerworld Bell, now assis- 
tant director for the Computer and Information 
Science and Engineering (CISE) Directorate 
the National Science Foundation Washing- 
ton, D.C., consider the future VAX. 


What the origin and essence VAX? 
VAX came from tiny task force led April 
1975. The idea was create new computer 
family compatible” with the 
successful PDP-11. Its principal design goals 
were compatible with key operating sys- 
tems and languages; have much larger ad- 
dress space than any existing computer; 
efficient implementing high-level languages, 
including Fortran, Unix] and Cobol; 
implementable over wide range sizes; and 
simply the highest performance computer 
class when first implemented. 

December 1978, after the VAX-11/780 
had achieved immediate success, the company 
adopted the VAX strategy provide VAX ho- 
mogeneous computing environment for range 
interconnected computers. 

user could compute any three styles 
from cluster large machines behaving 
single system, distributed traditional minicom- 
puters and distributed clusters workstations. 
The strategy also specified compatibility with 
other DEC computers and intercommunication 
with other standards and products. 


Why has VAX been successful? 
The concept was incredibly simple, and hence 
everyone [customers and the company] could 
understand and support it. Also, the three-level 
computing hierarchy was right ... even IBM 
discovered and endorsed the early 1980s. 
VAX provided the best, and only, totally com- 
patible, single-interconnection environment. 
This required range computers, from VAX 
the highest performance computers 
that could built. 

VAX gave DEC product monopoly, since 
other manufacturer has anything like this capa- 


bility. specifically exploited the 
fact that most manufacturers had 
menagerie product lines de- 
signed segment the user base, 
fill product size and application 
gaps help the manufacturer’s 
organization. 

Recently, IBM started pro- 
vide similar capabilities hav- 
ing [IBM] 370-compatible minis 
and plug-in card for PC. But 
this not enough because they 
have several operating sys- 
tems, worse problem than 
having multiple hardware ar- 
chitectures. 

Also, given the complex- 
ity the IBM architecture, 
including the I/O and oper- 
ating systems, it’s proba- 
bly hard make the archi- 
tecture serve the wide 
range users this 
point its life. 


Did things happen 
pretty much according your VAX 
strategy? 
Largely yes, although wasn’t trivial sim- 
ple one would think. Ethernet, essen- 
tial component, was questioned various in- 
ternal DEC committees, even after the whole 
system was working. Having adopted VAX 
strategy 1978, the company 1980 decided 
had enter the market with trilogy 
non-VAX PCs, which only loosely fit the strate- 
gy. VAX was too large build workstation 
until 1982 to’84. 

the same time, the high-end implementa- 
tion VAX Venus [the 8600] was more 
than two years late engineers hit the com- 
plexity wall and essentially forgot the recipe 
how design computers. These two events ac- 
counted for DEC’s poor financial performance 
the 


you see anything that could chal- 
lenge the VAX strategy yet? 
No. 1978, thought the only possible threat 
was Unix, because provides compatibility 
higher level, somewhat like VAX. imagined 
that innovative small companies would devel- 
Unix systems for interconnect computing 
environments the mid-’80s. Now push 
that back three five years. 

critical hole the space where 
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Microsoft Corp.’s MS-DOS similar Unix, 
but isn’t compatible. Unix needs evolve 
range, human interface and applications. Hav- 
ing AT&T control doesn’t help has 
truly public standard. The government 

support Unix [Posix] still could have im- 


ct. 

Also, don’t see single large computer 
company coming with anything like VAX be- 
cause the cost and commitments preserv- 
ing their code museums for running old pro- 
grams. 


How far can DEC with the VAX archi- 
tecture? 

believe all the capabilities the architec- 
ture, constrained its addressing, have 
been exploited yet. DEC still has uniqueness. 


Critics point out that even clustered, 

the architecture will sooner later top 

out. What you think? 

Here, history good guide. Every architec- 

ture has sooner later either run into limit 

been inappropriate the technology. With the 
Continued page 
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Runs 


There’s only one company that can say they’re the 
top C.Itoh’s list: Digital Equipment Corporation. 
Because when comes the company keep, our 
printers and terminals run only with the best. 


Take look our printers. The revolutionary 
and CI-800 matrix line printers offer four print modes 
meet virtually any printing from 400 and 
800 express output down the convenience 
and 170 corporate letter quality. And just-the-right 
graphics and office memo speeds between. 


The LIPS Plus laser image printing system con- 
tinues garner kudos wherever runs, with its print 
quality, compatibility, 600,000 page life cycle and user- 
power features. Ten pages per minute unparalleled 
first-class performance. 


Our three-speed dot matrix Tri slow 
poke either. technology speed. top gun, runs 
all day and night data processing mode 400 cps, 
well 87.5 cps for letter quality output. Not 
mention higher graphics speeds for bar codes, forms 
and charts. 


624-2516. 


CIE Terminals 


CIE Terminals, Inc., 2505 McCabe Way, Irvine, 92714 Telephone: (714) 660-1421 (800) 624-2516 
1987 CIE Terminals, Inc. 


And the view doesn’t stop here. C.Itoh’s terminals are 
the perfect blend price and performance and 
quality and reliability. Pound for pound, there’s none 
better. Nor more DEC-compatible. 


Like our CIT224 terminal completely VT220- 
compatible but with more desirable including 
menus and programinable key functions. 


And the CIT101XL keep the fires burning the 
VT100 market. Again, 100% compatible. But heavier 
features than any alternative available. Even DEC was 
still making its VT100. 


C.Itoh’s printers and terminals. You have pretty 
good run with 


Good work, DEC. 


For more information fast-running DEC- 
compatible peripherals, contact CIE Terminals, 
company, 2505 McCabe Way, Irvine, 92714; 
call (714) 660-1421 our toll-free number (800) 


Digital Equipment Corporation, DEC, VT100 and VT220 are trademarks Digital Equipment Corporation. 
Circle Reader Service Number 


For more information call return the coupon today. 


YES! like information about 


VAX Chargeback VAX Performance Monitoring 
Name 
Title 


Company 
Street 


City State Zip 
Telephone ( ) 


Send to: CIS, 165 Bay State Drive, Braintree, MA 02184-5203 
Telephone: (617) 848-7515 TELEX: 9102500738 CIS INC 
Outside Massachusetts, call toll free 1-800-232-5215. 

CWx8709 


*VAX and VMS are trademarks of Digital Equipment Corporation 


uantum 


Proven Solution 
for Chargeback 


When you need software for VAX resource management, chargeback, and 
capacity planning, you need Quantum RS. gives you maximum system infor- 
mation with minimum effort you can account for current VAX resource usage, 
anticipate future requirements and plan wisely for timely investment additional 
hardware. Quantum accounts for computer usage individual users, projects, 
user name/projects, departments, accounts and any other accounting entities 

you define. Quantum tracks all available VMS* resources give you answers 

planning accounting Performance analysis 

Find out how over 1,000 successful VAX installations are solving their system 
accounting needs with Quantum RS. Free demonstrations available! 


INFORMATION 
SYSTEMS, INC. 


165 Bay State Drive, Braintree, MA 02184-5203 
Telephone: (617) 848-7515 TELEX: 9102500738 CIS INC 


The Logical Choice 


Circle Reader Service Number 3 
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